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Am. Life Convention 
Program Events Of 
Chicago Meeting 


President R. E. Irish Announces 
Features of Annual Convention 
Sessions October 14 and 15 


SOME OF GUEST SPEAKERS 


Commissioner Hammel, E. Can- 


International Union 
Of Marine Insurance 


Convenes In London N, FROST MEZEY INC. 
| 


HOEY, ELLISO 





York, President of pm. Insti- 
tute, Cites Poor Loss Experi- 
ence on Super-Tankers 


Bw BUILDER’S RISK FORM 
Kratovil Calls It More Comprehen- 











sive in Coverage Than Any Pre- 
yiously Used in U. S. Market 









ham, J. F. Oates, Jr., H. Holder- 
ness, Two University Presidents 















American marine underw riters are con- 1 1 1 J oO be i] 4S T 4 La 3 T Ohicago—President R. E. Irish of 


cerned ee y= ee American Life Convention has an- 
super-tankers iles or . ' ? f > general ses 
Sonal conference of the International New York 38, N. Y nounced the program for the general ses- 

sions of the 1959 annual meeting to be 


Union of Marine Insurance in London 
this week. Telephone: Digby 9-1800 given on Wednesday morning, October 
14, and Thursday, October 15, at the 


Speaking before marine underwriters 
FIRE @e MARINE e CASUALTY e AUTOMOBILE Edgewater Beach Hotel. At the same 


fom 47 countries, Mr. York, who is 
time Glen J. Spahn, chairman of the 


president of the American Institute of 
Marine Underwriters, noted that the 
ALC Combination Companies Section 


ibility of these large ships to withstand Member of the New York City Insurance Agents Assn., Inc. 


(rastic extremes of heavy weather had 
vt to be determined. ‘He also men- 
fined that the stresses due to rapid 
hading and discharging could only be 
asessed after the vessels had: been in 
srvice for some time. 

Mr, York, also president of The Atlan- 
tic Companies, pointed out that tankers 
ranging over 900 feet in length and 
1,000 deadweight tons are now in serv- 
ce, at values which exceed $20,000,000. 
Since the experience on this class of 
business had worsened even in the ab- 
sence of total losses, he emphasized the 
elect the total loss of such a highly 
valued vessel would have on the under- 
writers’ loss record. 









Underwriting Facts 


Mr. York discussed some of the under- 
witing factors involved in rating super- 
tankers, Pointing out that as the size of 
the vessel increased, the cost of repair- 
ig partial losses also increased, the 
geaker presented figures showing how 
these higher cost factors were calculated 
by underwriters. 

‘These indices,” Mr. York explained, 
‘ue used simply as a technical tool in 
waking the initial valuation. Not the 
ast of other underwriting considera- 
ions is the constant pressure of hard 
litting competition of other underwriters 
ior American business.” 

The conference, held at the Hyde Park 
Hotel, opened on Sunday, September 13 
and ended Thursday. The American In- 
stitute, whose membership comprises 134 
iisurance companies in the United States, 
the United States member in the inter- 
tational organization. 

‘During the two years since my last 
observations were made there have been 
introduced into service many new tankers 


(Continued on ‘Page 26) 
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a ae 


increasingly recognized 
in the field of 
Life Underwriting 


. 


The FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e PENNSYLVANIA 


and second vice president, Metropolitan 
Life, announced that Karl H. Kreder, 
second vice president in charge of per- 
sonnel, Metropolitan Life, will be the 
luncheon speaker on Wednesday. 

Some of Speakers to Be Heard 

President Irish will preside at the geu- 
eral sessions and at the executive session 
scheduled for Wednesday afternoon. He 
will open the program on Wednesday 
morning with the presidential address 
He will then introduce the president of 
the National Association of Insurance 
Commissioners, Paul A. Hammel of Ne- 
vada. Following Mr. Hammel, the 
group will hear an address by Dr. Claude 

Bissell, president of the University oi 
Toronto, 

The Thursday morning general session 
will open with an address, “Life Insur- 
ance—The Kept Promise of a Free So- 
ciety,” delivered by Howard Holderness, 
president of Jefferson Standard Life. 
The second speaker of the session will be 
H. Lewis Rietz, executive vice president, 
Great Southern Life, whose title is 
“Changes and Challenges.” He will be 
followed by Dr. Charles F. Phillips, 
president of Bates College, Lewiston, 
Me., on “Our Economic Policies and 
Life Insurance.” 

Three speakers are scheduled for the 
Thursday afternoon period. The first 
speaker will be the president of the Nip- 
pon Mutual Life Insurance Co. of Osaka, 
Japan, Gen Hirose. His topic will be 
“Life Insurance in Japan Since the 
War.” Then will follow an address by 
James F. Oates, Jr., president of the 
Equitable Life Assurance Society. 

The final speaker to address the gen- 
eral sessions will be Erwin D. Canham, 
president of the Chamber of Commerce 
of the United States. Mr. Canham is 
internationally known as the editor of 
the Christian Science Monitor. The 
title of his address is, “Our Reliance on 
Savers and Risk Takers.” 

Combination Companies Section 


Chairman Spahn has indicated that the 
Combination Companies Section will 


(Continued on Page 8) 
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Why did this man’s 


agency win our 


President’s Trophy for 1958? 


He’s David Marks, Jr., a C.L.U. and General Agent 
in New York City. He has been one of our largest 
producers over the past ten years and holds the all- 
time New England Life record for a year’s production 


by one man. 





David Marks, Jr., receives the President’s Trophy from O. Kelley 
Anderson, president of New England Life. Presentation was made at 
the Waldorf-Astoria, New York City. 


But these are not the reasons his agency won the 
President’s Trophy. It is never awarded for personal 
achievement, however impressive. The criteria for 
making the selection are these key areas of agency 
management: new business written; development of 
manpower; sustained agency building; service to 
policyholders as reflected in the net gain of insurance 
in force. 

David Marks and his associates have done a tre- 
mendous job on all counts. For example, the agency 
wrote more than $25 million in Ordinary during the 
first six months of this year. They have paid for no 
less than $3 million a month for the past eighteen 
months while their total manpower growth in that 
period was twenty-seven! Ten Marks-men are among 
our top 100 producers. : 

These accomplishments add up to a brilliant team 
record. The President’s Trophy is well-deserved rec- 


ognition of this performance. 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1635 
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Manhattan Life Agency Conference 


lsency Winners Announced at Victoria, B. C. Meeting; 
Washington Insurance Commissioner William A. 
Sullivan Guest Speaker; Features of Program 


Winners of The Manhattan Club 
wards were announced at the recent 
wh Anniversary Year Agency Confer- 
xe of Manhattan Life held August 31 
September 3 at Victoria, B. C., by Com- 
y President Thomas E. Lovejoy, Jr. 
In addition, twenty plaques were 
arded to those who paid-for in excess 
$1,000,000 Group or Ordinary during 
be club period. 
(lose to 200 qualified for attendance 
: the conference, the biggest such group 
the history of the company. The 
Fosten Agency, Los Angeles, led in 
wmber of qualifiers with 13, and also in 
Member of awards won with 12. 
Among the highlights of the four-day 
weting were talks by two guest speak- 
| ns, Honorable ‘William A. Sullivan, Com- 
Hyissioner of Insurance of Washington, 
| ni Walter G. Gastil, manager, Connecti- 
it General Life, Los Angeles. 
Commissioner Sullivan discussed the 
iuties and responsibilities of the Insur- 
bce Commissioners, and spoke of the 
maluable and exacting work done by 
lational Association of Insurance Com- 
pjissioners. He complimented Manhattan 


life on its investment portfolio and 
Hanked Company ‘President ‘Lovejoy 
md J. P. (Fordyce, chairman of the 


ard, for their cooperation. 

Mr. Gastil’s talk was entitled “These 
ings 1 Believe.” In it, he spoke of his 
{years in the insurance industry and 
wided that, for him, life insurance sell- 
mg was the best of all careers. He 


medited life insurance with pulling the 
economy out of the depression of the 
late 1920’s and early 1930's. 














A panel discussion, entitled “You 
Asked For It,” was moderated by Alfred 
Mchlesinger, associate general agent, 
Richard M. Grosten Agency, Los An- 


sles. Seven members of the Million 














Commissioner of Insurance William A. 
Sillivan, of Washington (right) was a 
fest speaker at Manhattan Life’s re- 
nt 109th Anniversary: Year Aigency 
erence, theld in Victoria, British 
Glumbia. Here the is getting over a 
hint to his old friend, J. P. Fordyce, 
rd chairman Manhattan Life, who 
ore coming to New York in 1934. to 
fin Manhattan Life, was in the life in- 
ogg business in the Pacific North- 














Mr. Sullivan is the oldest insurance 


missioner in point of service in the 
nited States. 







Dollar Round Table took part. They 
were: William J. Schloen, general agent, 
Beverly Hills; Harry O. Klaser, general 


agent, St. Louis; Jack W. Gillespie, CLU, 
general agent, Memphis; Don Reynolds, 
Sampson Agency, Washington DAC 
Adon N. Smith II, CLU. Cole A. Miller 
Agency, Charlotte, N. Cc: William F. 
White and Herbert P. Jones, Fuerst 


Agency, Pittsburgh. 

After a description of a particular sales 
situation, panel members and members 
oi the audience wrote down how they 
would handle it. 

Another panel moder rated by George 
A. O*Dowd, superintendent of 
agencies, North Central Division, dealt 
with the servicing of policyholders. Panel 
members were: Bernard B. Hoffman 
CLU, general agent, Buffalo; George P. 
Sampson, general agent, Washington, 
D. C.; Julius Kogan, Richard ’M. Grosten 
Agency, Los Angeles, and Orlando A. 
Corini, general agent, New Rochelle, 
N. Y 


A panel on Visual Aids Selling cen- 
tered about a Family Security Program. 
The moderator was A. V. Rumolo, super- 
intendent of agencies, Eastern and South- 
ern Divisions, and members included 
Virgil A. Schwarz CLU, general agent 
Tacoma, Wash.; Archer Karnes, general 
agent, Port Chester, N. Y.; William A. 
Vorhauer, general agent, Chicago; Joseph 
I. Sobel, assistant to General Agent M. 
Milton Sobel, Philadelphia. 

Group insurance was the subject of a 
panel introduction by John ‘Murray, vice 
president and manager, Group depart- 
ment, home office, who announced that 
Group Dependent Life Insurance was 
now being offered by Manhattan Life in 
those states in which it was permitted. 
Panel moderator was Sidney A. Borden 
associate general agent, Richard M. 
Grosten Agency, Los Angeles. Mem- 
bers were Leo L. Rossman, Jerome M. 
Bristol, Anne Frimkess, Gerald W. Gart- 
man, Basil Anderman, and ‘Robert B. 
Levey, all associated with the Grosten 
Agency. 

At the agency conference banquet, con- 
ciuding the meetings, President Thomas 
E. Lovejoy, Jr. announced that the next 
conference would be held in Washington, 
D. C. at the Mayflower Hotel, March 
27—31, 1961. 





Manhattan Award Winners 

Clarence Spencer, general agent, Tren- 
ton, N. J., first to qualify for the club. 

Alfred Schlesinger, Grosten Agency, 
Los Angeles, leading established agent: 
lives and premiums (excluding Group and 
pension insurance). 

Morris Shapiro, King Agency, New 
Orleans, leading new agent: lives and 
premiums (excluding Group and pension 
insurance). 


Harold L. Regenstein, 140 W. 57 Street 


Agency, N.Y.C., leading specialist: pen- 
sion trusts. 

Basil Anderman, Gosten Agency, Los 
Angeles, leading specialist: Group life. 


Orlando A. Corini, general agent. New 


Rochelle, N. Y., leading specialist : family 
insurance. 
Richard M. Grosten Agency, Los An- 


geles, agency with most qualifiers. 

Richard M. Grosten Agency, Los An- 
geles, leading established agency: volume 
and premiums. 

E. Donald Fuerst Agency, 
leading developing agency: 
premiums. 

Harry O. Klaser Agency, St. Louis. 
Mo., leading new agency: volume and 
premiums. 

In addition to the above awards, twenty 
“Millionaire Plaques” were presented to 
personal producers with paid-for in ex- 


Pittsburgh. 
volume and 


cess of ,000,000 Group or Ordinary 
business during The Manhattan Club 
period. 


At The Manhattan Life’s recent 
awards winners gathered with company President Thomas E. Lovejoy, for this in- 
formal photograph. 


Left to right: Basil Anderman, 
Richard 'M. Grosten; 
57th Street Agency, 
Street Agency, N. Y. C. 
A. Corini, general agent, 


New Rochelle, 


Grosten Agency, Los Angeles; 
Alfred Schlesinger, Grosten; 
N. Y. = Mr. Lovejoy; 
Harry O. Klaser, 
NY. 





Agency Conference seven of Manhattan Club 


General Agent 
Leon H. Sicular, CLU. 140 West 
Harold L. Regenstein, 140 West 57th 
general agent, St. Louis; and Orlando 





Norwalk Symphony Concert 
To Honor Composer Ives 


The Norwalk Symphony Society will 
present a Charles Ives Birthday 
val Concert at the Norwalk High School 
on the evening of October 19. Planned 
to honor the late Connecticut composer 
on the eve of his 85th birthday, it will 


consist entirely of Ives’ music in several 


Festi- 


forms in which he worked—or- 
piano, 
voice and chorus. 

In addition to the Norwalk Symphony 
Orchestra under Quinto Magnani, the 
performers include pianist John 
Kirkpatrick, baritone Mordecai Bauman, 
and the Westport Madrigal Singers 
under the direction of Jeanne Kimball. 
The concert will be given under the aus- 
pices of the Music Performance Trust 
Funds of the Recording Industries, and 
admission will be free. 

An international sponsoring committee 
is being formed for the occasion. The 
honorary co-chairmen of the committee 
are Julian S. Myrick, Mutual Of New 
York, longtime friend of Ives and his 
partner in the life insurance business; 
and Luther Noss, dean of the Yale Uni- 
versity Schoo] of Music, where Ives was 
a student in the class of 1898. 

The most recent recognition of Charles 
Ives was the performance this month of 
some of his compositions in Moscow. 

Among those who have already ac- 
cepted invitation to serve on the spon- 
soring committee are Governor Ribicoff 
of Connecticut; composer Henry Cowell, 
Ives’ musical executor, and his wife Sid- 
ney Cowell, co-author with him of an 
Ives biography; Leopold Stokowski, one 
of the first of the major symphony con- 
ductors to play Ives’ music; Colonel 
Samuel R. Rosenblum of Philadelphia, 
trustee of the Music Performance Trust 
Funds; David M. Keiser of Cannondale, 
president of the New York Philharmonic 
Society; gute Hull, president of Mu- 
tual Of New York, which was the com- 
pany the Ives and Myrick agency repre- 
sented; Donald P. Hanson, Ridgefield, 
publisher of Woman’s Day Magazine; 
Frani Muser, New York City, a leading 
authority on Ives’ music; and Mr, and 


of the 


chestral, and songs both for solo 


wil! 


Mrs. Richard E, Myer of Darien. Mr. 
Myer succeeded to Ives & Myrick 
agency. 





Panelists Announced for 


Huber Associates Forum 

Two outstanding personalities in the 
life insurance and tax fields 
among the panelists at the estate plan- 
ners forum of the Solomon Huber Asso- 
ciates for accountants, attorneys and 
trustmen which will be held this year at 
the New School for Social Research at 


will be 


66 West 12th Street, New York City 
on November 25. 
Mark Johnson, law school professor, 


text book author, practitioner and con- 
sultant to the legal profession, will high- 
light developments and problems in 
professional partnerships, theme of this 
year’s meeting. Mr. Johnson has ap- 
peared before the invited guests of the 
Huber forums three times since 1948. 

A partner in the firm of Rabkin & 
Johnson since 1942, he is co-author of 
Rabkin & Johnson, Federal Income, 
Gift & Estate Taxation (4 vols.) and 
Current Legal Forms with Tax Analysis 
(5 vols.). He is a member of the Ad- 
visory Group on Partnership Taxation, 
created by the internal revenue subcom- 
mittee of the House Ways and Means 
Committee. 

The other panelist, State Mutual Life’s 
Hugh M. MacKay has for many years 
assisted fieldmen through his many con- 
tributions on business insurance and 
estate planning subjects. He was gradu- 
ated from Norwich University and re- 
ceived his LL.B. at Harvard Law School. 
He first joined State Mutual in 1937. 
During World War I, he was an officer 
in Military Intelligence Service and 
when he returned to State Mutual in 
1946, he was made assistant counsel, and 
in 1951 was advanced to associate coun- 
sel. In 1958 he was made head of the 
advanced underwriting branch of his 
company. In 1959 he was promoted to 
second vice president and made director 
of the advanced underwriting division. 

A lecturer at the University of Con- 
necticut Life Underwriting School in 
1950, he has spoken before various trust 
councils and general agents-managers 
associations. 

For the second time since 1944, enroll- 
ment on a tuition basis has been made 
available to the general public. Charles 
F. Godley, registrar of The New School 
is currently accepting registration by 
mail at $15.00 for the one day session. 
Agency members are as usual paying for 
their guests who are drawn from the 
enumerated professions. 
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miurance premiums 


nder CMCP (The Chase Man- 
‘hattan Bank Charge Plan) the full 
‘Premium cost of any general in- 
ance coverage may be charged 
%0 your customer’s convenient 
MCP account! You stand to 
‘gain 1 in four important ways: 


: .. We credit your account when you sell 
the policy. No more waiting for premium 
‘payments. 

2.Saves you important time and ex- 


‘pense. We do the billing, bookkeeping 
and collection. 


3 Gives you a sales tool that really 





BILLING 
BOOKKEEPING 
COLLECTION 


Gharge Plan brings New York City 
brokers prompt payment for 


PREMIUMS IN FUL 


PROBLEMS FOR YUU 





OW—The hase Manhattan Bank 


MEMBER 


CMCP 





works. You take advantage of the fast 
growing acceptance of credit card buy- 
ing. Your sales come easier, because you 
can offer your customers the convenience 
of CMCP credit. We’ll give you promo- 
tional material, too! 


4. Broadens your market. Already more 
than 300,000 smart New Yorkers are 
members of CMCP and the number 
grows every day. Many of your custom- 
ers are among them. 


Find out now how easily CMCP 
can be put to work in your 
business. Just fill in and mail the 


Member Federal Deposit Insurance Corporation 


THE CHASE MANHATTAN BANK 


CHARGE PLAN 





coupon below, or call HA 2-6000, 
Ext. 2412, today! Ask for de- 
tailed information about CMCP. 


The Chase Manhattan Bank 

P. O. Box 712, New York 8, New York 
Please send me data on CMCP for insur- 
ance premiums. 


ee ee ee ee ee ee ee ee ee ee 


CHE. os nwatase Zone... .State...... 


Brokers located in 5 Boroughs of New York 
City only, eligible at this time. 


THE CHASE MANHATTAN BANK 
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Gerald Rosner 





TAX-WISE HANDLING of life insur- 
ance proceeds is one of the first require- 
ments in setting up sound irrevocable 
trusts for your clients, and in the con- 
servation of their estates. Let us help 
you with our complete technical facil- 
ities and our many years of seasoned 
experience. 

GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” Canapa LIFE 
SeeG OR 4 


surance Company 





Death of Mrs. T. A. Bradshaw 

Memorial services were held last Fri- 
day at the Swarthmore (Pa.) Presby- 
terian Church for Mrs. Thomas A. Brad- 
shaw, the former Dorothy W. Johnson, 
who died in Philadelphia after an ex- 
tended illness. 

Mrs. Bradshaw was the wife of the 
president of Provident Mutual Life of 
Philadelphia. She was born in Denver 
and was a graduate of the University of 
Colorado. She was a member of Kappa 
Kappa Gamma Sorority and served for 
many years as a Gray ‘Lady at the Bryn 
Mawr, Pa. Hospital. 

3esides her husband, Mrs. Bradshaw 
is Survived by a son, Robert W., a sister, 
Mrs. Charline B. J. Wertz, and a brother, 
Charles B. Johnson, Jr. 


St. Louis Managers Elect 


Gregory L. O’Shea, North American 
Life, was elected president of the St. 
Louis Life General Agents & Managers 
Association at the recent annual meet- 
ing. He succeeds Robert E. Davis, CLU, 
a partner in J. Harry Veatch & Asso- 
ciates as an agent of Northwestern Mu- 
tual. 

Mr. Davis, who is also president of 
the Missouri Association of Life Under- 


writers for 1959-60, was named chair- 
man of a newly created advisory 
committee for the general agents and 


managers association composed of for- 
mer presidents of the association. The 
other members of this committee named 
are: Adam Rosenthal, General Ameri- 
can Life; Leonard R. Woods, Massachu- 
setts Mutual Life; and Lester S 
Becker, Lincoln National Life. 

Other officers elected at the meeting 
are: First vice president, Harley J. 
Simpson, Equitable of New York; vice 
president and secretary, Clarence H 
Sheata, CLU, Metropolitan Life; and 
treasurer, Woodruff W. Walker, CLU, 
General American Life. 

Named to the board of directors for 
wo-year terms were Wallace C. Brun- 
ner, Connecticut Mutual, and James H 
Hance, Penn Mutual Life, and for a one- 
year term to fil] a vacancy, Tyndale F. 
Rutledge, Massachusetts Indemnity. 
Donald L. Wulz, New York Life, is a 
holdover member of the board. 


Republic National Life Announces 


Underwriting Division Promotions 


In recognition of the important role 
that progressive underwriting is playing 
in the phenomenal growth of Republic 
National Life, six promotions in the di- 
vision have been announced by Theo. 
P. Beasley, president. 

E. F. Brewer, vice president in charge 
of the division, has been named senior 
vice president. Malcolm D. Thomas, 
assistant vice president, is now vice 
president, reinsurance underwriting. 
John F. Daniels, assistant vice president, 
is now vice president and manager, 
home office underwriting. Colin E. 
McRae, Jr., who has been assistant vice 
president, is now vice president, agency 
underwriting. Harry Nurnberg, under- 
writing consultant, is now assistant vice 
president in the underwriting division; 
and R. Eugene Hockett, senior life un- 
derwriter, becomes assistant vice presi- 
dent, brokerage underwriting. 

All of those promoted have had long 
years of experience and training in 
underwriting and allied fields. Mr. 
Brewer has had 31 years of experience 
in the life insurance industry and has 
gained national recognition in the ad- 
vancement of more liberal underwriting 
practices. With Republic National Life 
he has served as chief underwriter and 
assistant secretary; chief underwriter, 
assistant vice president; and in 1954 he 
was named vice president in charge of 
underwriting. He has served two terms 
as president of the Chicago Home Office 
Life Underwriters Association, and two 
terms as president of the Texas Home 
Office Life Underwriters. He also served 
as chairman of the underwriting com- 
mittee, Health and Accident Under- 
writers Conference, and has ibeen a 
member of the executive committee, In- 
stitute of Home Office Underwriters. 

Malcolm D. Thomas was born in New 
Jersey and has a law degree from the 
John Marshall College. He served 
Metropolitan Life as an underwriting 
executive for some 15 years prior to 
joining Republic National Life in 1954. 
He has held important committee posi- 
tions in the Institute of Home Office 
Underwriters. 

John F. Daniels was born in New 
York and had experience in both un- 
derwriting and actuarial divisions of 
leading eastern companies before joining 
Republic National Life as senior under- 
writer in 1954. A year later he was 
named assistant secretary for reinsur- 
ance underwriting and was made assist- 
ant vice president in 1957. As a 
specialist in brokerage underwriting he 
has played an important role in the 
rapid progress of the Republic National 
Life brokerage division. 

Colin E. McRae, Jr. was born in 
Washington, D. C., and is a graduate of 
George Washington University. Before 
going into the life insurance industry 
he was a special agent for the F.B.I. 
He first entered the life insurance busi- 
ness in 1945 and went to Republic Na- 
tional Life in 1951. He is a past president 
of the Texas Home Office Life Under- 
writers Association. 

Harry A. Nurnberg is a native of New 





E. F. BREWER 


York State and has had several years 
experience in both actuarial and under- 
writing divisions of leading companies. 
He went to Republic National Life from 
California where he had served as a 
member of the planning commission, 
Manhattan Beach. 

R. Eugene Hockett joined Republic 
National Life in October of 1958. He is 
a native of Missouri and attended school 
in Chicago where for 12 years he served 
as an underwriter in a large midwestern 
company. Mr. Hockett has also been 
president of the Chicago Home Office 
Life Underwriters Association. 





Charles H. Speary Retires 
From Security Mutual Life 


Security Mutual Life announces that 
Charles H. Speary has retired after 38% 
years with the company, most of which 
time he served as its cashier. His re- 
tirement took effect on August 28, on 
which date he was given a farewell party 
by his fellow-workers and associates. 

Mr. Speary is a native of Binghamton, 
from whose Central High School he 
graduated. He attended the Wharton 
School at the University of Pennsylvania 
and during World War I served from 
August, 1917, to March, 1919, with the 
Signal Corps, Air Branch, and with the 
Air Force of the Army. 

Mr. Speary joined Security Mutual in 
1921 as a clerk in the auditing depart- 
ment. In 1930 he was promoted to cash- 
ier, in charge of premium collections 
This position he held until his recent 
retirement. For some time he has also 
held a diploma as associate in Life Office 
Management Association. Mr. Speary is 
a member of the Binghamton Club, 
Sigma Chi Fraternity, Binghamton 
Lodge No. 177, F. & A. M., and the 
Otseningo Bodies of A. A. S. R. 











CURRENT GROUP 
OPENINGS 


West—Group Adm. Mgr. 
Minn.—Group Regional Mgr. 


$15,000 
10,500 + 


East—Group Contract Writer 9,000 
Chicago—Asst. Group Mgr. 9,000 
South—Group Claims Supv. 8,500 
South—Group Sales Repr. 8,000 
Ry. Mt.—Jr. Group Undrw. 6,400 


Majority of openings available through 
our organization. Employer pays sery. 
ice charge. All inquiries handled con. 
fidentially. Write for “HOW we 
OPERATE". No obligation to register, 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELy 
330 S. Wells St., Chicago 6, Ill, 
Harrison 7-9040 




















Prospects is easy... 


when you use the Life and HaA 

facilities of O’Brien & O’Brien 
* top portfolio by Springfield-Monarch 
* sales tips, sales aids, sales assists 


: BROKERS! O'Brien & O’Brien acts as YOUR Life Department 


O'BRIEN & O'BRIEN, INc. 
90 JOHN STREET, NEW YORK 38,N. Y. 
BEekman 3-6700 «+ 

Complete multiple-line facilities 


CABLE: OBRIENRAY 






























Group Department Changes 
At State Mutual Lif 
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BRUCE C, MARTIN 


In a reorganization of the Group per 
manent and pension branch at State Mu 
tual Life, Bruce C. Martin was appointel 
manager of the Group permanent ani 
pension underwriting department, and 
Robert Latham was named manager 0 
the newly organized Group permanetl 
and pension administrative department 


According to the announcement ) 
company President H. Ladd Plumley 
the changes will enable assistant Grow 
Secretary Norman Norton, former heat 
of the Group permanent and pension de 
partment, to devote more time to fil 
contacts with Group managers, brokers 
consultants and policyholders. 

Mr. Martin, a graduate of Columbi 
University in 1947, taught for a year! 
Sheffield, Mass., High School, _ thei 
joined the Group department of tht 
Travelers. In 1951 he came to Stat 
Mutual as an underwriter in the Grow 
permanent and pension department. Hi 
was promoted to assistant manager i 
1954 and last year became an officer 0 
the company. A World War II Am 
Air Force veteran, Martin has served 
secretary of the New England Pensi¢! 
and Profit Sharing Discussion Group. 

Mr. Latham joined the Group accoutl! 
department at State Mutual upon grad 
uation from Clark University in 14 
He has been in charge of the permanet 
and annuity sections of the Group # 
counts department, and last Februat 
was promoted to supervisor. 

Worcester native, Latham serve 
three years in the Army during Wor! 
War II and is now a captain in the Xe 
tional Guard. © 








ing, pro 
In 1% 
help est: 
motion ¢ 
Group a 
noted | 
wencies 
superint 
amd pro} 
named s 
197 app 
ment an 
ible for 
tivities a 
for emp 
motion { 
and the 
program 
Mr. Ri 
Sales E 
trustees 
of the 
former 
lunior ( 
152 was 
oi the 
Chamber 





Home 


Home 

that $5¢ 
warded 
and Artl 
Presenta 
Allen, se 
ttremon 
Mermann 
Home 

awarded 

company’ 
‘ened te 
‘ence ; 
‘vailable 
mthema 
o acader 
‘adershiy 
Mr. Ja: 
hae 
presi ent 
White ig 





September 18, 1959 














Page 7 








fxecutive Vice President 
Federal Life & Casualty 
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H. CURTIS REED 


H. Curtis Reed has been named ex- 
eutive vice president of Federal Life and 
(asualty of Battle Creek, Mich. Federal 
life and Casualty Company is affiliated 
with the Wolverine Insurance Co., 
Scured Insurance Co., and Riverside 
Insurance Co. of America. 

Mr. Reed joins Federal Life and Casu- 
| ity after a career with one of the na- 
jon’s largest insurance companies. <A 
gaduate of Clarkson College of Tech- 
ylogy, Potsdam, N. Y., a veteran who 
nse from private to major, and director 
fan Army Finance Training Center, 
funder of a sales promotion and training 
business, Mr. Reed is widely known as 
mauthority on sales management, train- 
ing, promotion, and communications. 
Bin 1946 he joined The Travelers to 
Bicep establish a sales research and pro- 
MBrotion division in the life, accident, and 
Bioup agency department. He was pro- 
moted to assistant superintendent of 
fgencies in 1949. In 1950 he was named 
superintendent of training, sales research, 
ami promotion. In 1955 ‘Mr. Reed was 
tamed superintendent of Group sales; in 
137 appointed director of Group depart- 
ment and in this capacity he was respon- 
ible for the development of sales ac- 
tivities as well as enlarged responsibilities 
for employe communications, sales pro- 
motion for all lines of Group insurance 
ad the company’s Group sales training 
program. 

Mr. Reed is a member of the Hartford 
Sales Executives Club, the board of 
tustees of Hartford College, a member 
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partment f the Health Insurance Council. a 
ement bi iomer vice president of the Hartford 
Plumley Junior Chamber of Commerce, and in 
int Grougf 1!52 was voted “outstanding Young Man 
‘mer heag§oi the Year” by the Hartford Junior 
snsion deff Chamber of Commerce. 

e to fiel 

, broker 

Cohmisg Home Life Awards Two 

a year i Actuarial Scholarships 
ool, ther a 

t of th Home Life of New York has announced 
to Stagg “#t $500 actuarial scholarships were 
he Grougg Watded to J. Kent Jarrell of Pittsburgh 
nent, Had Arthur T. White of Summit, N. J. 


tesentation made 


anager ij"! was by J. Finlay 
officer 0M “len, senior vice president, at a special 
II Arm@ “temony attended by Theodore A. Stem- 
served am “Mann, vice president and actuary. 
1 Pensiot Home Life actuarial scholarships are 
Group. red annually in conjunction with 
y acco Mpany’s summer trainee program de- 
pon grag “ened to stimulate interest in actuarial 
in IMM Mience as a career. They are made 
ermaneni iilable to college students majoring in 
sroup ai Mathematics who meet other standards 
Februaty ® academic achievement, character, and 
iadership, 

m or Mr, Jarrell is currently a senior at the 
1g bet lversity of Pittsburgh, where he is 
1 the Mab oesident of the student body. Mr. 





Mite is a junior at Oberlin College. 





State Mutual Life Sets 
Monthly Production Record 


August was another record sales month 
for State Mutual Life Assurance of 
America. Individual life insurance sales 
were the best of any August on record, 
up nearly 14% above August of 1958. 
Sales figures of more than $140,000,000 
for the first eight months of this year 
were 12% ahead of the same period a 
year ago. 

The company’s sales of individual sick- 


ness and accident insurance policies for 
the month were 40% more than last 
August, while the eight-month figures in 
this product line were 68% over the 
corresponding 1958 period. August was 
the 2lst consecutive record month for 
State Mutual in sickness and accident 
sales. 

The 115-year old insurance firm’s lead- 
ing agencies for the year to date are: 
in life sales, the Chicago office under 
General Agent Walter C. Leck, and in 
sickness and accident sales, the New 
York office under General Agent Fred 
M. Selling. 


Share MONY Group Honors 


Detroit and San Francisco shared 
equal honors as Mutual Of New York’s 
“Group office of the month” for August. 
The award is based on sales volume of 
Group insurance and on programming 
of employe-benefit plans for local busi- 
ness firms. 

Eugene W. Ford is Group and pension 
specialist in Detroit. C. Allen Stark is 
specialist in charge of the San Fran- 
cisco office. 
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Breaking 
Home 
Ties 


In 1746, at the age of 14, George 
Washington planned to leave home and 
join the British Navy in which his older 
half-brother Lawrence had served. At 
the last moment, tearful entreaties by 
his mother, Mary Ball Washington 
changed his plans. What fateful turn 
would history have taken if the future 
Father of Our Country had become an 
officer of the British Royal Navy? 


This reproduction is one in a series of eleven original oil paintings 


by Walter Haskell Hinton which portray little-known events in the life 


of our Country's first president, George Washington. 


A booklet containing full-color reproductions of all eleven 


paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


Home Office gallery. 


Washington. Vatconal 


INSURANCE COMPANY 
EVANSTON, ILLINOIS 


LIFE 
ACCIDENT ¢ SICKNESS 
GROUP MEDICAL 
HOSPITAL ¢ SURGICAL 


ARCHITECT'S SKETCH OF 
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OUR NEW HOME OFFICE BUILDING 
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‘Atlantic Life Agents Meet At 
New Home Office Building 














New $2,500,000 Home Office Building of Atlantic Life 


Approximately 225 Atlantic Life field 


representatives, home office officials and 
special guests attended a recent five-day 
company’s leadin 


Williams- 


convention of the 
salesmen at Richmond and 
burg, Va. 

Robert V. Hatcher, 
that 92 field representatives received spe- 
their out- 


president, said 
cial awards in recognition of 
standing records. 

The convention marked the opening of 
Atlantic Life’s new home office, recently 





Agency Management Assn. 
Meets in Montreal Nov. 


Montreal, Quebec, will be the locale 
f the Life Insurance Agency Manage- 
ment Association’s 42nd annual meeting 


November 9-12. Every ten years the 
association holds its meeting in C = 3r 
Program chairman this year is Wal 
ter G. Attridge, director of agencies for 
Sun Life of Canada. His committee in- 
cludes the following agency officers: 
W. F. G. Adams, Manufacturers Life; 
W. J. Hamrick, Gulf Life; Norman E. 
McLeod, Mutual Life of Can: ada; A. L. 
Reed, Prudential of America; Ch: irles H. 
Schaaff, Massachusetts Mutual; Ray- 
mond W. Simpkin, Connecticut Mutual; 
Stanford Y. Smith, Piedmont Life; An- 
drew H. Thomson, New York Life; and 

A. W. Tompkins, Jr., State Farm. 

Meetings of 14 of the Association's 
committees will be held Monday morn- 
ing and afternoon, November 9. Five 
general sessions will be held Wednesday 
and Thursday. 

The Fellowship Luncheon is scheduled 
for Tuesday noon; a reception and buf- 
fet, sponsored by the Canadian com- 
panies and the city of Montreal, are 
scheduled for Tuesday evening; and 
luncheon for the ladies is set for Wed 
nesday. 

The general sessions will include th 
popular legislative forum; symposiums 
on persistency and precontract training: 
and speeches by industry leaders and 
important men such as Dr. F. Cyril 
James of McGill University and Dr. Ar 
thur R. Upgren of Macalester College. 

Details of the program will be an- 
nounced soon. 





Phila. Life Insurance Dav 


Mayor Richardson Dilworth of Phila- 
delphia has proclaimed Monday, Sep- 
tember 21, as Life Insurance Day in 
recognition of National Association of 


Life Underwriters’ 70th annual conven- 
tion opening in that city on that day 


completed at a cost of $2,500,000. The 
building is unique in that it is built over 
a three-story garage in the center of 
downtown Richmond, the only building 
of its kind in the area. 

President Hatcher announced that new 
business as of August 1 totaled $56 
million, an increase of approximately $8 
million over the same period last year. 
The Atlantic’s assets have risen to over 
$102 million. 

Highlights of the convention included 
presentations of new sales aids, a health 
insurance symposium, a panel discussion 
of sales experiences, and an invitational 
breakfast for NQA winners. 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St., New York 36 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREBT BROOKLYN 1,N. Y. 
TRiangle 5-7362 





Try Us For 
REAL LIBERAL and 
Flexible Underwriting 
PAR and NON-PAR to 
1000% MORTALITY 
CALL 
Il. ARTHUR YANOFF 
General Agent 


202 W. 40th St., New York 18, N. Y, 
LAckawanna 4-4469 


Eastern Life Insurance Co. of N. Y. 
Home Office: New York, N. Y. 














Philadelphia Life Meeting 


Pocono Manor Inn was the site of the 
third annual meeting of the Plico Mil- 
lionaires Club of the Philadelphia Life. 
Of the 20 men who qualified as Million- 
aires last year, 18 were present for the 
meeting. 

Highlight of the two-day meeting was 
a seminar, moderated by Joseph E. 
Boettner, CLU, president of the com- 
pany. A panel of experts discussed mod- 
ern trends in the field of business insur- 
ance, and more specifically, deferred 
compensation. Herbert Edelstein, CLU, 
reviewed the corporate statement, and 
how to interpret the financial aspects 
pertaining to business insurance. Harry 
E. Thoms reviewed and analyzed each 
part of the proposal, and Russel G. 
Gohn covered the approach, the sale, 
and the close. Following the discussion, 
the panel answered question from the 
group. 

The following morning was devoted to 
golf and informal discussions. Chairman 
of the Board William Elliott sponsored 
the group. 
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SUN LIFE ASSURANCE COMPANY OF CANADA 


Active in the United States since 1895 
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Advanced at San Francisco 


GERALD A. GILSON 


Gerald A. Gilson has been promoted 
to general agent in San Francisco for 
General American Life. 

A graduate of Colby College where he 
majored in mathematics, ‘he had ten 
years selling experience before joining 
General American Life in 1956 as an 
agent in the company’s San Francisco 
Agencies. 

San Francisco is one of the metropoli- 
tan centers in which General American 
Life has developed a “multiple agency 
system.” Under this system several gen- 
eral agencies operate independently but 
jointly utilize company supervisory and 
training facilities. 


Baruch School Course 


A graduate course in Life Insurance 
Accounting will be offered this fall at 
City College’s Baruch School, it was an- 
nounced by Dr. Jerome B. Cohen, as- 
sistant dean in charge of graduate 
studies. 

Designed to familiarize students with 
the technical aspects of accounting in 
this field, the course will deal with ac- 
counting for premiums, commissions, 
claims and settlements, policy loans, re- 
insurance, etc. New York Insurance 
Department rules are stressed, and in- 
ternal auditing and tax problems will be 
studied. 

The class will meet on Wednesdays 
from 6:50-8:30 P.M. beginning Septem- 
ber 23. 








ALC Program 


(Continued from Page 1) 


limit its. annual meeting activities to the 
traditional luncheon meeting. This year 
the speaker will be Karl H. Kreder, sec- 
ond vice president in charge of personnel 
for Metropolitan Life. The title of Mr 
Kreder’s address is, “Metropolitan’s Con- 
ference Approach to Executive Develop- 
ment.” It will give information of @ 
course given to two groups this summef 
at Princeton University. The coutst 
was developed and conducted by Mr 
Kreder. 
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Manager at St. Louis 





L. BLAINE CARR 


L. Blaine Carr, CLU, has been named 
manager of one of Mutual Of New 
York’s two St. Louis agencies, effective 
October 1. He succeeds Howard D. 
Basler, who will become the agency’s 
brokerage supervisor. 

Mr. Carr, 39, joined MONY last April, 
after 11 years as an agent, assistant 
agency manager and associate agency 
manager with the Prudential in St. Louis. 


He is a graduate and former athletic 
publicity director of University of Mis- 
souri. Mr. Carr, a member of St. Louis 
Life Underwriters Association, earned 
his CLU degree in 1955 and his CLU 
management diploma in 1958. 

Mr. Basler, who has been agency man- 
ager since 1948, will supervise MONY’s 
expanding brokerage operations in a 
30-county area. 





Mutual Benefit Holding 


Supervisors’ Conference 
The 1959 supervisors’ conference of 
Mutual Benefit Life, Newark, is being 
conducted at Chicago’s Sheraton-Black- 
stone Hotel from September 15 to 
September 23. A series of panel and 
round-table discussions will cover all 
phases of the supervisor’s duties, includ- 
ing recruiting, selection, training, super- 
vision, planning and money management. 
Nominator recruiting interview  tech- 
niques will be demonstrated by Gordon 
A. Barker, supervisor in the company’s 
Phoenix agency. Prospective agent re- 
cruiting interview techniques will be 
demonstrated by John B. Lovett, super- 
visor for the Newark agency. 
Round-table moderators will include 
members of the home office and the fol- 
lowing fieldmen: Frederic E. Franz 
lgin recruiting and selection; Robert S. 
Cahill, Cincinnati, training; and Robert 
E. Sherman, Houston, supervision. 
General Agents Kenneth R. Bentley, 
Danville; Stuart A. Monroe, Chicago- 
Monroe; John ©. Wilson, Chicago- 
Wilson; and Retired General Agent Ral- 
tigh R. Stotz, CLU, Grand Rapids, as 
guest speakers, will discuss various phases 
of agency management. 
Second Vice President H. Douglas 
Palmer assisted by Assistant Director 
of Agencies Thomas J. Munn and Direc- 


tor of Training William F. McMurray 
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will conduct the conference which will be 
concluded by a dinner on September 23. 
Other supervisors attending the con- 
erence are: William M. Allbritton. Bir- 
pingham ; Charles F. Bierbach, Cleve- 
and; Bernard E. Goldberg, Hempstead; 
frie D. Graney, Denver; Edgar <A. 
age Chicago-Wilson; Paul L. Oliver, 
a Cincinnati; Charles E. Shearer, Jr., 
eveland; Richard A. Triesch, Spokane; 
and Irvin J. Zalkin, Charleston, S. C. 


Valley Forge Life Issues 


New Retirement Contract 

A new retirement contact featuring a 
monthly income at age 65 plus other 
settlement options has been announced 
by 'the Valley Forge Life, a member of 
the American Casualty Group of Read- 
ing, Pa. 

The “Retirement at Age 65” policy fea- 
tures an income at 65 for males of $10 
per month for each $1,000 of initial in- 
surance bought and other settlement op- 
tions for the insured. The same plan 


provides female insureds with monthly 
income of $8.90 per month ‘for each 
$1,000 of life insurance purchased. Extra 
benefits are available at slight additional 
cost for those who can qualify. 

Both the premium rates and the re- 
tirement income shown 
in handy reference the at- 
tractively designed salesfolder available 


at age 65 are 
tables in 


the Valley Forge 
the 


to agents through 


branch and service offices 


country. 
Valley Forge Life is now operating in 
21 states. 


across 


DECLARE DIVIDEND 

In view of the continued progress of 
the company and the substantial increase 
in new business, the board of directors 
of Bankers National Life 
7.5% stock dividend payable on Octo- 
ber 16, to stockholders of record at the 
close of business on September 25. The 
stock dividend paid at this time last year 
amounted to 5%. 

Total business for the first eight 
months of 1959 is 39.5% ahead of the 
same period last year, with a total of 
$67.5 million in new sales for 1959 in 
contrast same 


declared a 


to $484 million in the 
period in 1958. 






















security mutu, 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


with Security Mutual’s 
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PENSION TRUST SERVICE 
there’s big business in 


small 
business... 








Times were never better for sales of Pension Trusts... More than 


half a million small companies (firms employing 50 people or less) 


are discovering every day... they need Pension Trusts! The secur- 


ity provided by Pension Trusts reduces costly labor turnover, retains 
valuable employees, prevents “job shopping” for fringe benefits, 
and increases efficiency by retiring over-age personnel...BUT, 
most “Small Business Men” feel theyre too small to do anything 
about it! There’s your market!! Your prospects will be happy to 
know that Pension Trusts can be totally tax deductible... that 
Security Mutual tailors its plans to meet the needs characteristic 
of small business. Here is a Pension Trust Plan that you have been 

-waiting for...SECURITY MUTUAL'S Pension Trust Service... de- 
signed to build BIG BUSINESS...for YOU! 


Contact your Security Mutual General Agent today, or write 


| life insurance company 





O EXCHANGE STREET, BINGHAMTON, N. Y. 
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soon SUari... 


You can, you know . join the Jefferson 
Standard Life Insurance Company caravan of 


Reinsurance. 


Since we are not Mr. Hemingway .. . we 
can’t promise another “Macomber Affair” 
but Jefferson Standard does promise one-day 
service on all cases. Underwriting decisions are 
handled by direct wire . . . the same day the 
applications are received. 

Go on Safari . . . and let Jefferson Standard 
take the risks. Rare risks are part of the day’s 
“game” for Jefferson Standard. Reinsure with 
Jefferson Standard Life Insurance Company. 


Then go on Safari . . . and forget it. 


andard 


Home Office: Greensboro, N.C. 


CHOTSOM 


8 LIFE INSURANCE COMPANY 





More Than $550,000,000 In Assets 
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Wiest, McKendry Get Posts With Home Life of New York{ fxe 





LAWRENCE C. WIEST 


Home Life of New York has an- 
nounced the appointment of Lawrence 
C. Wiest as manager of its Albany 
agency. Clifford F. McKendry, former 
manager of the Albany agency, has been 
named associate manager of Home Life’s 
New York-Pratt agency at 420 Lexing- 
ton Avenue. 

Mr. Wiest became associated with 
Home Life in 1953 as a field underwriter 
in the newly-created Albany agency and 
was appointed assistant manager there 
in 1956. He is a four-time winner of 
both the National Quality Award and 
the company’s Qualified Field Under- 
writer title, given in recognition of out- 
standing service to policyowners. 

Mr. McKendry joined Home Life in 


CLIFFORD F. McKENDRY 


I 


1947 as a field underwriter with the com. 
pany’s Rochester agency. He was ap. Rayn 
pointed assistant manager of that agency secull 
in 1950 and manager of the Albany dential 
agency in 1953. He has won the Nag Mr. 
tional Quality Award four times and the bond d 








Porter, Johnson and Dill 
Appointed by Mass. Mutual 


Three new appointments of home 
office employes were announced by Mas- 
sachusetts Mutual Life. E. Helen Por- 
ter, mortality statistics department 
assistant manager, who has been with 
Massachusetts Mutual since 1922, has 
been named manager of the department. 
Robert A. Johnson, personnel assistant, 
has been named employment manager 
in the personnel department. Philip H. 
Dill, who joined the company in 1917 
and has been assistant manager of the 
valuation department, has been made 
manager of the newly created dividend 
accumulations accounts department. 

The dividend accumulations depart- 
ment, which heretofore operated as a 
section of the valuation department, 
will now become a separate unit under 
the direction of Mr. Dill. It will be re- 
sponsible for dividend accumulations 
now totalling nearly $120 million on 
about 600,000 contracts of Massachusetts 
Mutual policyholders who have elected 
to accumulate their dividends from Or- 
dinary policies at interest. 

Miss Porter is a graduate of Mt. 
Holyoke College. As an employe of 
Massachusetts Mutual, she worked in 
the actuarial and mathematical depart- 
ments prior to being named assistant 
manager of the mortality statistics de- 
partment in 1957. 

Mr. Johnson, a native of Fairport, 
N. Y., is a 1950 graduate of Harvard Col- 
lege, where he was a member of the 
advertising staff of the Harvard year- 
book publications. He joined Massachu- 
setts Mutual in the Group accounting 
department in 1950. After two years of 
Army duty, spent in Texas, he entered 
the company’s personnel department in 
1953. 

Mr. Dill, a graduate of Deerfield 
Academy, joined Massachusetts Mu- 
tual in the mailing department. Follow- 
ing about a year’s military service during 
World War I, returned to Massachusetts 





company’s Qualified Underwriter  titleg etumme 
three times. In his new position he wil @t Yé 
be associated with Clifford O. Pratt inj Yotor 
the management of one of the com-g ety 
pany’s largest and fastest growing agen He ™ 
cies. where 
Mr. Wiest and Mr. McKendry both Set K 
served with the Navy during World War§ !2@!cs 
II. Mr. Wiest is a graduate of Sienag [echno 
College, and Mr. McKendry was gradu- ceived 
ated from Clarkson College of Tech-j “ticas¢ 
nology. 1947, 
NALU DIRECTORS ROOM Pron 
N. Y. State Ass’n Charter Builders to a 
Decorate Room in NALU Building aa . 
In Honor of Julian S. Myrick 6 Bolic 


The board of directors room in thell P Boo 
new NALU Headquarters in Washington, England 
D. C. will be decorated and furnished byj “eat O. 


Charter Builders of the New York State Gee 


Association of Life Underwriters in hon-§§ with the 
or of Julian S. Myrick, CLU, chairman offff asa firs 
the American College of Life Under-@ pany in 
writers, a past president of NALU, andi signed 1 
first president of the New York Statel 19M. 
Association. ) 

Harry K. Gutmann, CLU, president oi ated fro 
the New York State Association, has ap-§ NX. Y., a1 
pointed Arthur L. Sullivan as state 
chairman of the NALU_ building fund versity, } 
raising committee. Mr. Sullivan, a gen-&§ since 19: 
eral agent of Fidelity Mutual, announcedlf Navy an. 
that he has asked all former NALUG the Nay; 
presidents from New York State to serve 
as co-chairmen of the special charter 
builders’ committee to honor Mr. Myrick 

The special charter builders’ commit- Banke: 
tee will solicit funds from those ind- 
viduals in the state who are or who wil — 
become charter builders. The extra fund New 
collected, those over and above the Bankers 
contribution required to become a charterg™ Month o: 



















































builder, will be used for the Julian Sj /3 repre 
Myrick board room. Mr. Sullivan stated Ymillior 
that “it is the desire of the fund raising ‘ombinec 
committee to go over and above the or the m 
state’s quota and then do something 4 or Aug 
little extra to aid NALU and honor Mt Produc: 
Myrick.” Bp ithe ye 
The National Association has given 1g "tease « 
approval of the New York State Ass0 the same 
ciation plans and is going to coopera "ty and 
through the issuance of “Charter Builde the year 
Plus” buttons at the annual conventiolj Mreases 
in Philadelphia. mith Ord 
8198,080,05 

16.567, 
Mutual in the actuarial departmet“@l Total 1); 
which later became known as the Vil life had , 
uation department. He was named SYM of August 
pervisor in September, 1950, and assis! $1931, 368. 






ant manager in July, 1956. 
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Executive General Manager 
Prudential’s Bond Dept. 


| 





RAYMOND A. CHARLES 


Raymond A. Charles has been named 
executive general manager of The Pru- 
dential’s bond department. 

Mr. Charles served in the company’s 
bond department from 1947 to 1950. He 
returned as general investment manager 
st year, after working for the Ford 
Motor Co. and Equitable Life Assurance 
Society. 

He received a B. A. at Knox College, 
where he was elected a member of Phi 
Beta Kappa. He studied industrial eco- 
nomics at Massachusetts Institute of 
Technology for three semesters. He re- 
cived an MBA from the University of 
(hicago’s Graduate ‘Business School in 
1947. 


Promotions at New England 


The promotions of William J. Barrett 
fo assistant manager of the policy 
change department, Theodore R. Yonge 
io policy change supervisor, and Carlen 
? Booth to budget analyst, at New 
England Life were announced by Presi- 
dent O. Kelley Anderson. 

Mr. Barrett graduated from Boston 
College in 1951 and served two years 
wih the Marine Corps, being discharged 
aafirst lieutenant. He joined the com- 
pany in 1953 as a trainee and was as- 
signed to the actuarial department in 
Mr. Yonge, an Army veteran, gradu- 
aed from Hamilton College in Clinton, 
Y.Y., and joined the company in 1955. 
Mr, Booth, a graduate of Brown Uni- 
versity, has been with New England Life 
since 1956. He served two years in the 
Navy and holds the rank of lieutenant in 
the Naval Reserve. 


Bankers of Iowa Business 


Reaches Record High 


New Ordinary business written by 
Bankers Life of DesMoines, for the 
tonth of August amounted to $20,883,- 
113 representing an increase of nearly 
Ymillion over the same month last year. 
‘ombined with a Group insurance total 
lor the month of $7,311,000, new business 
lr August totaled $28,194,773. 

Production for the first eight months 
the year amounted to $334,586,624, an 
mcrease of more than $45%4 million over 
he same period last year. Both Ordi- 
faty and Group new business totals for 
the year-to-date represent substantial 
mreases over the same period last year 
wth Ordinary insurance amounting to 


me? and Group insurance, $136,- 


Total life insurance in force at Bankers 
lt@had reached a new high by the end 
t August of $3,480,421,147. Of this total 
1981,368,481 was Ordinary insurance and 
$69,052,666, Group insurance. 


Opens Long Beach Agency 
With Loren Evans Manager 


Loren H. Evans has been appointed to 
manage the new agency opened this 
month in Long Beach, Calif., by State 
Mutual Life. 

A World War II veteran, Mr. Evans 
graduated from University of Redlands 
in 1947 where he was president of his 
class. Since that time he has been asso- 
ciated with Manufacturers Life for ten 


Everyth 
Ve 


Today is a good time 


years as an agerit, and since 1957 as a 
unit manager. 

Prominent in the civic and business 
affairs of the city, Mr. Evans was last year 
the chairman of the Long Beach Heart 
Association fund drive. President of 
the board of trustees of the Central 
Church of Christ, he is also a life mem- 
ber and past president of the Long 
3each Junior Chamber of Commerce, 
and past president of the Long Beach 
Life Underwriters Association. He is 
chairman of the resolutions committee 
of the California Association of Life Un- 
derwriters. 
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NATIONWIDE NAMES HAMM 

Donald G. Hamm of Hollis, N. Y., has 
been named regional manager of Group 
sales in New York City for Nationwide 
Insurance. Mr. Hamm was previously 
associated with Home Life in the New 
York area. 

He is a graduate of Queens College, 
and has completed two years of ad- 
vanced study at the Bernard Baruch 
School of Business. Mr. Hamm succeeds 
Dave Angus, who was promoted to zone 
Group manager. 


LIFE: 
ite NON-PARTICIPATING 


PARTICIPATING 
STANDARD 


dita 


SUB-STANDARD 
ORDINARY 


SPECIAL 


ATA 


ACCIDENT AND SICKNESS: 


DISABILITY INCOME 


GUARANTEED RENEWABLE 
HOSPITALIZATION 


bout 


NON-CANCELLABLE ACCIDENT 
folate MST LOL Gn | ates) 


MAJOR MEDICAL 


GROUP: 


ing? 


PURE GROUP 
SMALL GROUP 


FRANCHISE 
PENSION TRUST 


GUARANTEED ISSUE 


INSURED INSURABILITY 
COMPLETE REINSURANCE 


to investigate the exclusive 


BROKERAGE OPPORTUNITY 


with the GO Company 


Contact Edward R. Nadalin, 
Assistant Vice President and Director of Brokerage 


REPUBLIC NATIONAL LIFE 
Suetwrarcce Comp atey 


DALLAS, TEXAS 


NOW IN 40 STATES, DISTRICT OF COLUMBIA, HAWAII, 


AND PUERTO RICO. 


SERVICES 


you can easily check for yourself 
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The Travelers Names 
Tooker Vice President 


OFFICER OF EXECUTIVE DEP’T 





C. T. Gabriel Made Assistant Comp- 
troller; A. D. Pinney Assistant 
Secretary, Group Department 


Sterling T. Tooker has been appointed 
vice president of The Travelers Insur- 
ance Companies, it has been announced 
by J. Doyle DeWitt, president, following 
a meeting of the board of directors. As 
an officer of the executive department, 
Mr. Tooker will continue to administer 





STERLING T. TOOKER 


the operation of budgetary controls, ex- 
pense allocation, research, employe and 
public relations and similar general ad- 
ministrative affairs of the Companies. 


Other Promotions 


Promotions were also announced of C. 
Taylor Gabriel to assistant comptroller 
in the comptroller’s department and of 
Allen D. Pinney to assistant secretary, 
Group department. 

Mr. Tooker was made a member of the 
executive department as second vice pres- 
ident in 1958, having been previously in 
charge of The Travelers personnel de- 
partment. He joined The Travelers in 
1935 in the life actuarial department and 
was transferred to the department of 
home office supervision in 1942. In 1947 
he was appointed secretary of the per- 
sonnel department and in 1954 was 
named second vice president. 

He is a native of Hartford and was 
graduated from ‘Wesleyan University in 
1935 and received a Bachelor of Insurance 
degree in 1942 from the Hartford College 
of Insurance of the University of Con- 
necticut. During World War II, he 
served with the Navy and separated from 
active duty in 1946 with the rank of 
lieutenant (j. g.). Mr. Tooker is a direc- 
tor of the Life Office ‘Management Asso- 
ciation, Hillyer College, Hartford, and 
the Greater Hartford YMCA. He is also 


executive vice president of the Junior 
Achievement of Hartford. 
Mr. Gabriel received his B. S. degree 


from the Wharton School of Finance and 
Commerce of the University of Pennsyl- 
vania and joined The Travelers in 1935. 
He has served as chief supervisor, as- 
sistant superintendent, and was _ pro- 
moted to assistant chief accountant in 
1951. Mr. Gabriel served more than two 
years with the Army in World War II 
in the finance department. He is a past 
president of the University of Pennsyl- 
vania Alumni Club of Hartford. 


Mr. Pinney joined The Travelers in 
1953 in the casualty, fire and marine 
actuarial department after graduation 


from St. Lawrence ‘University in Canton, 
N. Y. He was appointed an assistant 
actuary in 1957 and is a Fellow of the 
Casualty Actuarial Society. He served 
from 1944 to 1946 with the Navy. Prior 
to joining The Travelers, he was with 
the General Electric Co. 


W. E. Darby Chairman 
National Old Line 


C.M. ANDERSON MADE PRESIDENT 





D. E. Kuntz Elected Executive Vice 
President; Darby Continues as 
Executive Head 





W. E. Darby, who has been president 
of National Old Line Insurance Co. of 
Little Rock since 1945 during the ex- 
pansion of that company from operating 
in five states to its present 30-state ter- 
ritory, becomes chairman and at the 
recent board meeting sponsored the elec- 
tion of Charles M. Anderson as presi- 
dent and Duane E. Kuntz as executive 
vice president. Mr. Darby continues as 
executive head of the company. 

Mr. Anderson, a native of Nashville, 
graduated from Vanderbilt in 1938 with a 
degree in business administration. Until 
World War II he was merchandising 
manager of retail stores for General 
Shoe Corp. of Nashville. After World 
War II Navy service he was vice presi- 
dent in charge of sales and advertising 
for the Kusan Manufacturing Co. In 
1955 Mr. Anderson and other Nashville 
business men purchased the Farm and 
Ranch Publishing Co. publishers of 


JOINS PENSION SYSTEMS, INC. 

Charles H. Weiss announces that 
Perry J. Davis has joined his staff as 
his personal assistant. Mr. Weiss is an 
insurance and pension consultant with 
over 35 years’ experience. His corporate 


subsidiary, Pension Systems, Inc., is lo- 
cated at 501 Fifth Avenue, New York 
City. He is a Life and Qualifying Mem- 


ber of the Million Dollar Round Table, 
and of New England Life’s Hall of Fame. 

Mr. Davis, a graduate of Dartmouth 
College, lives in Greenwich Village where 
he is active in many community, Church 
and alumni affairs. He joins Mr. Weiss 
after over four years with Provident 


Mutual. 





Farm and Ranch magazine with 1,300,000 
monthly circulation, where he served as 
vice president and general manager. 

A graduate of University of Illinois, 
Mr. Kuntz has been executive vice presi- 
dent and director of agencies for Oil In- 
dustries Life of Houston for the past 
four years. Prior to his association with 
Oil Industries Life, he served as Agency 
Director for Country Life ‘beginning in 
1946, and also served as manager of 
that company for two years. 





THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


TO BROKERS 


We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two, 


COME IN AND SEE US! 











NASHEM AGENCY 


{10 East 42nd Street 
New York 17, N. Y. 


LEE 





Made Personnel Officer 


James Lemon has been appointed per. 
sonnel officer of Canada Life. He 
joined Canada Life 30 years ago last 
July. After extensive experience in the 
accounting department he transferred to 
the costs and planning department, be- 
coming cost analyst and later cost assist- 
ant. Early in 1958, he was appointed 
personnel manager. 











Trained and Equipped 


The Lincoln Life man is trained to prescribe properly for his clients’ 
personal insurance needs. And he's equipped to fill his insurance prescrip- 


tion, whatever it may be. 


Lincoln Life's thorough sales training courses combined with the Com- 
pany's extremely broad range of Life, Group, and Accident and Sickness 
plans provide more reason for our proud claim that 


LNL is geared to help its field men. 
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LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 
Its Name Indicates Its Character 


Indiana 
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Group Head Gen’! American 





ROBERT N. STABLER 


Robert N. Stabler, Fellow in the So- 
ciety of Actuaries, has been promoted 
Group Actuary of General American Life. 
Both the Group Actuarial and Group 
Underwriting Departments of the com- 
pany are under his supervision. 

Mr. Stabler became associated with 
General American Life as associate 
Group actuary a year ago, after having 
been with the Group Department of 
New York Life. A graduate of Univer- 
sity of Illinois, he is a native of Tuscola, 
Ill. 


Controllers to Meet in 
Pittsburgh October 25-28 


A life insurance industry round table 
will be held in conjunction with the 1959 
Annual National Conference of the Con- 
trollers Institute of America. The 
gathering will take place October 25-28, 
in the Penn-Sheraton Hotel, Pittsburgh. 
Carl DeBuck, executive vice president, 
Union Central Life, Cincinnati, will pre- 
side at the round table, aided by Robert 
A. Miller, vice president and controller, 
State Mutual Life of America, Worces- 
ter. The latter will also speak on “Cleri- 
cal Cost Reduction—Supervisors’ Work 
Analysis Program.” 

Other round table speakers and their 
topics will include: Burnell H. Miller, 
vice president and controller, State Farm 
Life, Bloomington, Ill., “Should Life In- 
surance Companies Invest in Common 
Stocks ?”; William S. York, second vice 
president, Metropolitan Life, New York, 
“Internal Auditing—Group Insurance”; 
Robert G. Johnson, comptroller, Union 
Central Life, Cincinnati, “The Federal 
Income Tax and the Life Insurance 
Industry,” and William H. Niland, sec- 
ond vice president of that company, 
“Electronic Data Processing at Union 
Central Life.” 

J. McCall Hughes, vice president and 
controller, Mutual Of New York, will 
preside at the Conference luncheon on 
October 27. He is chairman of the In- 
stitute’s national board of directors, and 
immediate past president. 

Established in 1931, the Institute is a 
non-profit management organization of 
controllers and finance officers from all 
lines of business—banking, manufactur- 
ing, distribution, utilities, transportation, 


ttc. The total membership exceeds 
Bh 








FRANK L. HINCKLEY DEAD 

Frank L, Hinckley, 90, a director of 
Bankers National Life of Montclair, 
N. J. died recently in Providence, R. I. 
Mr. Hinckley was an attorney with the 
tm of Hinckley, Allen, Salisbury and 

















Parsons, of Providence. One of the 
ginal directors of Bankers National 
le, he was a member of the executive 
committee for many years. 


E. L. Carlson Dead 


E. L. Carlson, vice president—mort- 
gages of Fidelity Mutual Life, died sud- 
denly September 9. He was 63 years old, 
and had been associated with Fidelity 
for over 30 years. 





FRANKLIN LIFE MANAGER 
Lyle T. Short, of Daly City, Calif., 





Named by Occidental 
C. Donald Rankin has named 
associate manager of the Group settle- 
ments department and George Fease has 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


been promoted to assistant manager of 55 BROADWAY, NEW YORK 6 

the claims department in the home office Telephone HAnover 2-5840 

of Occidental Life of California. ' 
Mr. Rankin joined the company in 

1946 as a claims examiner and served as 

both assistant and associate manager of 


been 


















since 1936 and assumes his new duties 





has been named agency manager for 
Franklin Life. He formerly was with assignment. 
Metropolitan Life Insurance Co. Mr. 


the claims department prior to his new 


Fease has been 


after serving as a claims examiner and 


with Occidental investigator. 





J. ARTHUR COPE entered the life insurance business as Agent in 1936. He became Home Office Agency Assistant; and later served 
as Assistant Manager in Detroit, and in Hartford. He was appointed General Agent in Hartford for Berkshire Life Insurance Co. in 1953. 









... the man who thinks he knows all that’s to be learned is 
losing important selling opportunities. What he knew yes- 
terday isn’t enough to keep up with competition today.” 


“That's a pitfall any salesman can drop into easily enough, 
Mr. Cope. How do you help your producers avoid it?” 


“By actually showing them how much they have to learn, 
no matter how long they’ve been selling. Berkshire’s con- 
tinuous Training Program does this successfully by using 
such advanced techniques as Cinematic Learning. This 
enables the Agent himself to pinpoint his own competitive 
weaknesses and helps him overcome them. The program 
makes it possible to continuously improve and increase 
production and income.” 


“That sounds like the sort of program that makes the 
difference between a joh and an opportunity.” 





“Insurance 
isn’t a 
‘know-it-all’s’ 

business... 






“Right. And you set the limits of that opportunity accord- 
ing to your desire and ability to grow with a Company whose 
108-year reputation for sound management and service to 
policyowners has attracted some of the industry’s finest 
Home Office and Field Management men. I would advise any 
young man who seeks a future in Life Insurance that 
today Berkshire offers the greatest potential for per- 
sonal growth in 
the industry.” 


ERKS HIRE 


LIFE INSURANCE 4, Co. 


Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 





PITTSFIELD, MASS. * A MUTUAL COMPANY + 1851 iste**** © 
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Atlanta Agency Manager 





Ww. C. DOWIS 


W. Courson Dowis has assumed his 
new duties as agency manager in Atlanta, 
for Bankers Life of Des Moines. Prior 
to his appointment, Mr. Dowis served 
for several years as agency director and 
then agency vice president with the Uni- 
versal American Life. He also had sev- 
eral years of sales and supervisory ex- 


Valley Forge Names Haas 


Henry W. Haas has been named life 
brokerage supervisor in the East Orange, 
N. J., branch office of Valley Forge Life, 
a member of the American Casualty 
Group of Reading, Pa. 

Mr. Haas, a graduate of Rutgers Uni- 
versity where he majored in political sci- 
ence, formerly was district sales man- 
ager for State Farm Mutual in Scotch 
Plains, N. J. Prior to that he was with 
Allstate in Livingston, N. J., and Co- 
lonial Life, East Orange, as an agent. 

Mr. Haas, who is a graduate of both 
the LIAMA and LUTC courses, will be 
responsible for developing and produc- 
ing life business in the East Orange 
branch office area, and also will be re- 
sponsible for the recruiting and training 
of agents and brokers in that territory. 
He will carry out his duties under the 
supervision of Henry Hotarek, agency 
supervisor for Valley Forge. 





perience with Penn Mutual. 

A native of Louisville, he attended 
schools there and in Atlanta, receiving 
his degree from Emory University. A 
U. S. Army veteran, he served from 
1944-40. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Student Life Group Policy 


Nationwide Insurance has introduced 
its new Student Life group policy in 12 
The policy provides for $1,C00 


12-month 


states. 
Term life insurance over a 
period. It offers 24-hour protection from 
kindergarten through grade 12, is re- 
written annually, and is convertible. 
Transactions are between the agent and 
parents, eliminating the need for the 
school to keep records or collect pre- 
miums. 

The policy is available in Delaware, 
North Carolina, South Carolina, West 
Virginia, Kentucky, Vermont, Pennsyl- 
vania, Rhode Island, Connecticut, Mich- 
igan, Ohio, and Indiana. 








Clarence J. Skelton 


Clarence J. Skelton, senior vice preg. 
dent and coordinator of production Plan- 
ning for Republic National Life of Dal. 


las, was recently presented with 
Twenty-five Year Anniversary Award 
by President Theo. P. Beasley. In ge. 


writing the news release of this event, 
it was made to read in The Easter 
Underwriter that Mr. Skelton was made 
senior vice president, an office that he 
held vears. As Mp 
Skelton is widely knewn in the insur. 


has for several 
ance business it is hoped that no one 


was misled. 
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What Discerning Life Companies 
Look For In A Reinsurer 


There is no single reason why our clients have chosen 
North American Re. Many of them appreciate that we are 
in the business of reinsurance exclusively. Many cite 
advantages to them of our head office location in New York 
City, even as others rely heavily on the services of our 
strategically situated regional offices. All like the custom- 
crafted approach our expert staff brings to their sales, 
underwriting, administration and other problems, and the 
fact that our top consultants are called upon when our 
clients’ problems warrant it. Then there’s the variety of 
contracts and pooling arrangements available which give 
ceding companies real flexibility in their underwriting. 


Whatever their reasons for reinsuring with North American 
Re, our hundreds of life company clients, large and small, 
have made this the largest exclusive reinsurer of life, 
accident and sickness, and group insurance. Whatever 
reasons for your company reinsuring with North American 
Re, we invite you to consult the office indicated below 
that is most convenient to you. 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
Reinsurance Exclusively 


ACCIDENT & SICKNESS e 





GROUP 














cAnnouncingoe— 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 

Father Age 30-$5,000; Mother Age 30-$1,000. 

All Children and New Arrivals—$1,000. All this for one 
LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


$255 Million in Force in 6 Years of Active Operation, 


GENERAL AGENTS WANTED ... 


Over 200°% Commissions During First 20 Years 
Plus Lifetime Renewals 









































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
— Death Paid- Cash Paid- Cash 
ear Benefit up or Death up or 
End Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 

















ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 
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Toledo General Agent 
For Massachusetts Mutual 


Appointment of Franklin E. Sheidler, 
(LU, of Findlay, Ohio, as general agent 
of its Toledo agency, has been an- 
nounced by Massachusetts Mutual Life. 
Mr. Sheidler, who has been in the life 
insurance field since 1946, succeeds Eu- 
vene W. Hassfeld, CLU, who will now 
devote full time to personal production. 
A native of Gilboa, Ohio, Mr. Sheidler 
was graduated from Bowling Green State 
University in 1938 and also studied at the 
University of Chicago. After four years 
in educational work, he served with the 
\ir Corps as a weather officer during 
World War II. 

He has been active in Findlay civic 
afairs, having held offices in the Cham- 
ber of Commerce, Rotary Club, Young 
Men’s Christian Association, and Parent 
Teachers Association. 





Baker Resigns GAMC Post 


Donald A. Baker, executive director of 
the General Agents and Managers Con- 
ference for the past three years, has re- 
signed his post, according to Walter G. 
Gastil, national chairman of GAMC. He 
is leaving GAMC to form his own pub- 
lic relations, sales promotion, advertis- 
ing and publishing corporation in In- 
dianapolis. 

The firm, Baker Associates, will spe- 
cialize in editorial service, public rela- 
tions and sales promotion assistance t9 
small and medium size Life and A. & S. 
companies. 

Mr. Baker will assist the new execu- 
tive director for an indefinite period of 
time in becoming familiar with the 
multi-phase operation of the Confer- 
ence, 

He begins operation of the new cor- 
poration with a wide background of in- 
surance publication and sales promotion 
experience. 

Following graduation from Butler Uni- 
versity with a degree in journalism and 
advertising, he sold for Proctor & Gam- 
ble; then served as sales manager for 
am advertising agency. 

When Mr. Baker joined GAMC three 
years ago, he was managing editor of 
The Insurance Salesman. He also was 
txecutive secretary of the Indianapolis 
Life Underwriters Associations, Indian- 
‘polis General Agents and Managers 
Association, and handled publicity for 
the organizations. 


———— 








HAIGHT, DAVIS & HAIGHT, Inc. | 


Consulting Actuaries 











INDIANAPOLIS OMAHA 
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Security Mutual Appoints 





Kessler Training Auditor 


Security Mutual announces the desig- 


nation of William F. Kessler to assume A top New England company has agency opportunity available 
the newly created post of training audi- immediately. Complete portfolio of Life, Group and A. & H. 
tor for the company. Among his duties 4 ° P pA . 

; a available. Full support and assistance will be given to man with 
will be the training of field personnel ri ; : é : 
in company methods, Mr. Kessler joined proven sales and supervision record. Your inquiry will be held in 
Security Mutual in September, 1957, as a confidence. 
junior auditor and in his two years with WRITE BOX 2726 
the company has earned the certificate The Eastern Underwriter, 93 Nassau St. New York, 38, N. Y. 


in the Life Office Management Asso- 
ciation courses. 





FLORIDA GENERAL AGENCY 








ADS RR TE TELE LLL LLL DIE LLL 


— he graduated from West Techni- 
cal igh School. After serving four 
years in the Navy during and just after SALES PROMOTION ASSISTANT 

World War II, he became associated Don J. Goodrow has been appointed 
with the National Reserve Life of Seat- sales promotion assistant for Pacific Mu- 


tle. He later attended the University j f 2) eo 
of Arizona at Tucson, graduating with tual Life. In his new post Mr. Goodrow 


the degree of B.S, in accounting in Will be responsible for the development 
1957. of sales promotion materials and selling 
Mr. Kessler is a member of the Bing- aids. He will also help edit the company 
hamton Chapter of the National Asso- magazine, Pacific Mutual Field News, 
ciation of Accountants, belongs to Delta which is circulated throughout the na- 
Sigma Pi Fraternity, and is active in tion. 
the Elks and American Legion in Mr. Goodrow is a graduate of Wayne 
Owego, N. Y. In 1958 he served as a_ State University, Detroit, class of 759, 
solicitor and as an auditor with the where he majored in Journalism and was 
Broome County United Fund Drive. Phi Beta Kappa. 


=e Mola lt dal— 
RIGHT ROAD 
with 
Equitable Life 
of lowa's 








Most people want to save money. Any savings plan 
is commendable, but the Equitable Life of Iowa’s 
Creative Savings Plan combines the best features of 
other plans and then goes on to add its own dis- 
tinctive values. The Creative Savings Plan is designed 
to help you get right into the heart of an interested 
interview — and the complete sales kit, including a 
phonograph training record, gets you there quick- 
ly. When the Career Life Underwriter works 
this presentation, he’s on the RIGHT ROAD. 









LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 
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For NALU Trustee 





WILLIAM H. GATLING 


The Virginia Association of Life 
Underwriters as well as all the local 
associations of the state have endorsed 
William H. Gatling for trustee of Na- 
tional Association. He is an agent for 
Jefferson Standard Life at Norfolk, is 
a life and qualifying member of the Mil- 
lion Dollar Round Table, has served as 
president of the Virginia State Associa- 
tion and the Norfolk Association. He has 


been a member of several committees of 
NALU and has been vice chairman of 
the regional membership committee. 





New School Workshop Will 


Cover Investment Problems 


A special workshop on mutual funds 
and investment companies, designed for 
investors and investment advisers, will 
be offered at The New School beginning 
September 24. 

Conducted by Leo Barnes, chief econ- 
omist and financial editor of Prentice- 
Hall, Inc., this series of ten lectures will 
deal with the historical development of 
investment companies and mutual funds, 
government regulation, pros and cons of 
this type of investment, and what to buy. 
when and how much. The course will 
include discussion of specific investment 
problems. 

Mr. Barnes. who has given this course 
at The New School for several years. is 
editor in chief of the Prentice-Hall In- 
formation Service. What’s Happening in 
Washington Newsletter. He is the 
author of numerous books and articles on 
investment problems. 





O'TOOLE ASSOCIATES 
Incorporated 


Management Consultants to 
Insurance Companies 
Established 15 
220-02 Hempstead Aveane 
QUEENS VILLAGE 29, NEW YORK 
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Roth Agencies Head 


Western & Southern. 


KUETHE H. O. REGION DIRECTOR 





Vice President Roth in Complete Charge 


Agencies Throughout Country; 
H. L. Pine Advanced 





William C. Safford, president of West- 
ern and Southern Life, announced the 
promotion of Vice President Willard L. 
Roth to director of agencies for the com- 
pany. At the same time, Mr. Safford 





es Sota Cae 


WILLARD L. ROTH 


announced the promotion of James L. 
Kuethe to agency director for the home 
office region to succeed Mr. Roth and 
Henry L. Pine to assistant agency di- 
rector, home office region, succeeding 


Mr. Kuethe. 
Under the new program, Mr. Roth 





JAMES L. KUETHE 


will have complete jurisdiction of. all 
phases: of Western and- Southern agency 
operations throughout the country, ex- 
cept-in-the western region. The west- 
ern. region, with headquarters at -Los 
Angeles, wil] continue under the leader- 
ship of Vice President Lewis F. Young- 
blood. 

Mr. Roth joined Western and.South- 
ern as an agent at Chicago nearly 24 
years-ago. He has served as an asso- 
ciate sales manager and later as a dis- 
trict sales manager, coming to the home 
office as a superintendent of agencies 
in 1954. He was named assistant agency 
director in 1957-and agency. -director, 
home office region, a year—later. - He was 





Canada Life Changes 


Canada Life announces that George C. 
Harrison, CLU, has been appointed 
manager of its new branch in Tulsa. He 
has been manager at Seattle since 195]. 

Ivan L. Benton has been appointed 
acting manager of Seattle branch to suc- 
ceed Mr. Harrison. He has been a 
member of the Seattle branch for the 
past five years, 





elected vice president in June, 1958. 

Mr. Kuethe became a Western and 
Southern agent in Cincinnati in 1947 and 
shortly thereafter was promoted to as- 
sociate sales manager. He served as dis- 
trict sales manager at Maysville, Ky., 
and Columbus, Ohio, and was named 
assistant superintendent of agencies in 
1954. He was promoted to superintend- 
ent of agencies in 1957 and assistant 
agency director, hoinc othice region, in 
1958. 

Mr. Pine began his Western and 
Southern career in 1935 as an agent in 
Detroit. He was promoted to associate 
sales manager in 1937 and later served as 
district sales manager at Saginaw, Mich., 
Canton, Ohio; and Detroit. before being 
named assistant superintendent of agen- 
cies in the home office in 1956. The 
same year he was promoted to superin- 
tendent of agencies. 





38, N. Y. 


REGIONAL DIRECTOR OF AGENCIES | 


for a Connecticut life insurance company to supervise and | 
appoint General Agents in Eastern United States. Successful 
sales and managerial experience required. Reply to Box 


2727, The Eastern Underwriter, 93 Nassau Street, New York 











Regional Supt. of Agencies 

Howard L. Nations, Cincinnati, has 
been appointed superintendent of agen- 
cies by Western Life Insurance Co. to 
help head up the company’s midwestern 
expansion program. His territory will 
include the southern two-thirds of Ohio 
and a portion of Kentucky. He has nine 
years life insurance experience and was 
a manager with Columbian National. 
Mr. Nations formerly was copy editor of 
the Cincinnati Post and public relations 
manager of the Gruen Watch Co. 





t in front 


* 
A Bankersl’feman is our contact with the public. The 
© impression he creates is a reflection upon himself . . . our 
Company ... and the entire insurance industry. He is truly 
ea o. ° 2” 
the man who is “out in front. 
e 3 
This is why we carefully choose and thoroughly train 
e every Bankerslifeman. He is taught to take a professional 
view of his work—service becomes his watchword. He is 
e given a thorough knowledge of life insurance and its many 
uses so he may have both the desire and the skill to give 
e competent counsel and service. 
« A Bankerslifeman knows he is “out in front” in another 
way—he knows his Company is one of the true pioneers in 
ie developing new ideas to fit the changing needs of the public. 
He is proud to say he was the first to carry the now popular 
cf Guaranteed Purchase Option and the Wife Protection Rider 
in his brief case. 
* 
& e 4 
BANKERS COMPANY 
e DES MOINES, IOWA 
e 










Assistant Agency Manager 
For Bankers Life of Ioy, 





Cc. C. ANAMA 


Charles C. Anama has assumed his 
new duties as assistant agency manage 
of the Sioux City agency of Banker 
Life of Des Moines. Mr. Anama, wh 
has been serving as assistant agency 
manager in the company’s Ottumwa 
agency, will be working with Joseph J 
Smith, agency manager there. 

Mr. Anama joined the company as: 
salesman in the Ottumwa agency in 
1945, was appointed agency supervisor 
in 1955 and named assistant agency mar. 
ager in 1957. While in personal produ: 
tion, Mr. Anama qualified for President: 
Club, the company’s top honor sales or- 
ganization, every year and frequently 
served as a club officer. 

A native of Hull, he attended schoos 
there and received a B.A. degree from 
Iowa State Teachers college and a MA 
degree from the State University a 
Iowa. Before joining Bankers Life, he 
served as superintendent of schools a 
Scranton and Leon. 





Dotterweich in New Post at 
American College of LU. 


The appointment of W. W. Dotter 
weich, Jr., as director of the Depart 
ment of Educational Services wa 
announced by Herbert C. Graebner. 

The Educational Services Department 
of the college works closely with CLU 
study group leaders and candidates i 
assisting them in making the preparation 
for the annual examinations more effer- 
tive. 

As a former Fellow of the S. S. Hueb- 
ner Foundation for Insurance Education, 
Mr. Dotterweich received his M.A. de- 
gree in economics at the University 0 
Pennsylvania in 1952, and was awarde 
his CLU designation in 1958. He hat 
also completed all of the examinations 
for the CPCU designation. ; 

Mr. Dotterweich joined the staff o 
American College two -years ago as ¢ 
rector of educational publications, afte 
having been an economist for the Pr 
dential. He was formerly assistant pre 
fessor of insurance at Butler University: 

Mr. Dotterweich has assumed the 9 
sition formerly held by Dr. Jack C. Kets 
CLU, who became assistant dean of the 
College in September, 1958. 
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HEARD On The WAY 








Two children of Eugene M. Thore, 
yice president and general counsel of 
Life Insurance Association of America, 
and Mrs. Thore were married in a pe- 
riod of a fortnight. Their daughter, 
anet Elizabeth, was married on the 
evening of September 12 at St. David's 
Episcopal Church, Washington, to Donn 
Faber Downing, son of Colonel and Mrs. 
Walter A. Downing, Jr., of Washington, 
presently stationed in Panama. The 
groom, a graduate of Brown University, 
is in the Army serving now in Texas. 
Mrs. Downing attended Hollins College 
after graduating from National Cathe- 
dral School. 

Robert E., son of Mr. and Mrs. Thore, 
married Elizabeth Kisk on August 29 
in Ft. Lauderdale, Fla. After a_ brief 
honeymoon they returned to Washington 
where he will enter Georgetown Uni- 
yersity Law School. 





L. D. Cavanaugh, who recently re- 
signed as chairman of the board and as 
chairman of the finance committee of 
the Federal Life, after nearly 45 years 
of service, has opened an office in the 
Pittsfield Building in Chicago and is 
operating as “Consultant—Life Insurance 
Management.” 

Mr. Cavanaugh started with the com- 
pany in 1914 as a clerk in the actuarial 
department and following a series of 
promotions became the organization’s 
ehief executive. His experience over a 
long period of years qualifies him as an 
expert in management problems, especi- 
ally with the younger and smaller life 
and A. & H. companies. 





Thomas F. Murray, former manager of 
industrial properties division of Equita- 
ble Society’s city mortgage department, 
has been appointed assistant to James F. 
Oates, Jr., president of that company. 
He sucgeeds William M. Noland who re- 
turns f0 his post as manager, salary 
allotment division. 





James R. Love, Jr. has been appointed 
assistant to the vice president of New 
England Life in charge of agencies and 
Richard A. McLellan, CLU, has been 
appointed assistant to the company’s di- 
rector of agencies. 

Unele Francis 


Providence Co. Launches 


Fall Production Drive 

The Great Eastern Life of Providence, 
R. I, launched its first annual fall pro- 
duction campaign at an agents’ luncheon 
at which Director of Agencies Thomas 
R. Diesel explained the assignment of 
quotas and other details. 

Each agent was assigned an individual 
quota based on annualized premiums 
with awards to all who equal or exceed 
their goals. Mr. Diesel announced 
weekly prizes to agents producing the 
largest premium volume in each of the 
six weeks of the campaign. 


Ned Urwin Dies 


Ned Urwin, assistant manager of the 
Spaulder, Warshall \& Schnur Agency, 
Guardian Life, ‘New York, died this week 
after an illness of about four months. 
Mr. 'Urwin,.a popular figure in the down- 
town area, joined the Guardian agency 
in-January, 1937. He would have been 
65 years old in December. 

A member of the Life Underwriters 
Association of the City of New York 
and-the New York Life Supervisors As- 
sociation, ‘Mr. Urwin is survived by his 
widow, Lottie, and three sisters. 





IRS Rules on Life Companies’ 
Estimated Tax for Year 1959 


Washington—The Internal Revenue 
Service has issued a ruling that life in- 
surance companies may without penalty 
base their estimates of 1959 income tax 
on their tax liability for 1958, less 
$100,000, even though their 1958 returns 
are filed after September 15 under an 
extension of time, according to a joint 
general bulletin sent to member com- 
panies by American Life Convention and 
Life Association of America. 

Both the 1958 returns and the 1959 
estimated returns are due on September 
15, but many life insurance companies 
have applied for an extension of time 
for filing the 1958 tax returns because 
of the new elections that ‘have to 
be made on their first return under the 
new Life Insurance Company Income 
Tax Act. This circumstance raised 
doubt as to whether a penalty would be 
incurred by the life companies in con- 
nection with the payment of their esti- 
mated 1959 returns because of their in- 
ability to utilize the safeguard of the 
1958 tax figure as a basis for the esti- 
mate. 

The Internal Revenue Service was re- 
quested by the ALC and LIAA ‘to’ make 
clear that the life companies would have 
no additional tax added to their esti- 
mated tax liability, assuming the esti- 
mated tax was at least as great as the 
1958 liability less $100,000, whether the 
1958 return is filed on September 15 or 
after that date under an extension of 
time. 





Connecticut General Life 
Makes Group Appointments 


Connecticut General Life has an- 
nounced six appointments in its field 
Group insurance and Group pension or- 
ganization. 

Thomas J. Golden has been named 
Group manager in Washington. D. C. 
He has been serving as a special Group 
representative in Philadelphia. 

Two assistant district Group managers 
have been appointed at the Newark 
Group office. They are George J. Mc- 
Cullough and James R. Young. 

Richard P. Day has been named assist - 
ant Group manager in Phoenix and 
James A. Hand has been appointed to 
a similar post in Baltimore. 

Thomas E. Reynolds, Jr., has been ap- 
pointed a Group pension representative 
in Chicago. 





Bussian Made Assistant to 


Mutual Trust President 
Mutual Trust Life, Chicago, has an- 
nounced the appointment of Eugene F. 
Bussian, CLU, as assistant to the presi- 
dent, Raymond Olson. 

Mr. Bussian’s career with Mutual 
Trust Life includes service as a field 
representative with the Jerome O. Ware 
Agency, Milwaukee. In 1956 he joined 
the home office as educational director. 

A graduate of the University of Wis- 
consin and its Law School, Mr. Bussian 
is a member of the Wisconsin Bar. In 
addition, he holds the CLU designation. 





Supervisor At Phoenix 


The Great-West Life has appointed 
J. D. Brundage a supervisor of its Phoe- 
nix branch. 

An experienced life underwriter before 
joining the company, ‘Mr. Brundage stud- 
ied at Arizona State University. In his 
new position he will work in association 
with Branch Manager H. R. Gaisford 
in directing the company’s expanding 
sales operations in the Phoenix area. 





REINIS 





a 2750. Court St., Brooklyn 1, N. Y. 
*. HERMAN REINIS ~ 








& REINIS 


GENERAL AGENTS 


a - Manhattan Life Insurance Co. 


Phone: MAin 4-7951 
JOSEPH REINIS 





Curcuru To Head Dept. of 
Management at Miami U. 


Edmond H. Curcuru, Prudential per- 
sonnel executive who spearheaded the 
company’s advanced management pro- 
gram, has become head of the depart- 
ment of management at Miami Univer- 
sity, Oxford, Ohio. 

Although Mr. Curcuru has given up 
his post as assistant personnel director 
for Prudential, the company said he will 
be retained as a consultant. In this 
capacity he will assist in further de- 


veloping the advanced management pro- 
gram, and advise on personnel matters. 

Mr. Curcuru, a World War II para- 
troop captain, came to Prudential in the 
summer of 1956, after having served as 
assistant director of Columbia Univer- 
sity’s executive training program. The 
following year he began organizing and 
developing a similar program for Pru- 
dential and succeeded in assembling a 
faculty of nationally prominent business- 
men and management experts. 


FRANKLIN MAN OF THE MONTH 
Franklin Life has cited General Agent 

Tom Shufflebotham, Valparaiso, Ind., as 

its Man of the Month for September. 








Being Agent Minded 


CROWN LIFE OF CANADA 


gives agents, brokers and surplus writers 


more features ...more facts... 


that make ‘‘Life’’ a good living! 


1. CROWN LIFE .. | is a stock and policyholder 


company .. 


. controlled by both 


shareholders and policyholders on the 
Board of Directors with... 

a full line of both participating plans and 
non-participating plans to suit every 
need ... every budget. 


2. CROWN LIFE 


. .. is an independent company without 


interlocking directors, without subsidiaries, 
without affiliates in either other life 
companies, general companies or 

Mutual fund organizations . . . giving you 
neither handicaps nor "package deals." 
Free competition without interference 
from parent companies. 


3. CROWN LIFE 


. . « follows modern underwriting 


practices, modern P/S rates with a 

policy base system. International 

advantages give Crown Life the relatively 

low home office overhead and wide profitable 
investment opportunities which make 

possible its noted low cost, high return plans. 


Now, more than; 
ever before... | 
When it’s new | 
in town | 
..-itcomes | 
from | 

| 


TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 


120 Bloor St. East, Toronto, Canada 


| 
I 
| 
| 
Please send me the Brokerage Life Kit, including your | 
full P/S Rate Book. : 

| 
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Re ne ee ZONE. |... 2052. StAlO: ccdevadece | 


Core a 


New Jersey: 


Néwark—New Jersey Life Associates Inc.—Suite 930/37, Raymond 


Commerce Bidg:, 1180 Raymond Bivd.—Mltchell 2-2083 


Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 
Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 


Philadelphia—Russell A. Atwater—Room 921, 3 Penn Center Plaza 
Pittsburgh — Paul G. Kekich—1714 Investment Bidg., 239 Fourth 


Washington—R. Goldstein—Suite 507, Colorado Building—NAtional 


Connecticut: 
Rhode Island: 
Mass.: Boston—John W. Powers—79 Milk Street—HUbbard 2-4616 
Pennsylvania: 
Penn.: 
Avenue—GRant 1-9010 : 

Penn.: .Pittsburgh—Thomas E; Malley—2608 Saybrook Drive—CH 1-4313 
Penn.: State College—Albert F, Williams—Metzger Bldg. 
Penn.: Erie—G. A. Vickey—3927 Wood Street 
District of 

Columbia: 8-3244 
District of 

Columbia: 


Washington—Walter Ogus—1420 K Street, N..W.—RE 7-2484 
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RESEARCH IN BUSINESS 


An insight into the rising role of re- 
and development as a driving 
force in the American econoniy is pro- 
vided by the U. S. Department of Com- 
merce is an analysis of a large number 
their 


search 


of industries and and 


growth performance over recent years. 
The 
many of which are either new products 


preducts 


studv tobulates about 300 items, 
or improved versions of older ones. More 
than half of the products listed bv the 
Commerce Department show a rate of 
growth greater than the economy’s long- 
term expansion trend, with gains in a 
number of cases running to 40% or more 
annually. Prominent among the fast- 
srowers are drugs and chemicals, elec- 
tronic products, air travel, and aluminum. 


Behind this 
the great increase in research and de- 


record of achievement is 


velopment spending in recent vears, par- 
ticularly by private industry. The growth 
here has been especially pronounced in 
the last few years, total research 
and development expenditures, Govern- 


and 


ment and private combined, are now 
estimated at $10 billions or more a year, 
over three times the comparable figure 


at the beginning of the current decade. 


The growth of research and develop- 
ment expenditures likewise points up the 
problem of the adequacy of personal 
savings in relation to the capital and in- 
vestment needs of an expanding econ- 
omy. Research and development ‘spend- 
ing has a double impact on the capital 
market, through increased industrial cap- 
ital budgets for such outlays and in en- 
larged plant and equipment expenditures 
as new products are developed or old 
ones are improved. Avs a result, rising 
research outlays have contributed signifi- 
cantly to the pressure on the capital 
market and on the people’s thrift in- 


stitutions for eapital and investment 
funds. 
Figures published in the Statistical 


Abstract of the United States show how 
research and development spending has ex- 
panded in the postwar period. The total of 


public and private expenditures of this type 
added up to $1% billion in 1945. By 
1950 these outlays had grown to nearly 
$3 billion, and by 1957 had jumped to 
$8.2 billion. Particularly significant in 
this record is the accelerated rate of 
growth of research development 
spending by private industry in the last 
few years, with the total exceeding the 
Government’s outlays in this field for 
the first time in 1956 and widening the 
margin in 1957. 


and 


One of the major results of the trend 
has been a marked increase in job oppor- 
tunities in the scientific and technical fields, 
in production as well as in the laboratory. 
The need for trained manpower of these 
types has been intensified by missle and 
space research. It is ‘significant to note 
that the U. S. Bureau of the Census oc- 
cupational classification of professional, 
technical and kindred workers has be- 
come the fastest-growing group in the 
working population. 


A significant characteristic of fast- 
growing products is their resistance to 
recessionary influences. Despite the busi- 
ness slowdown in 1957 and 1958, a total 
of 100 items showed production in- 
creases, according to the Commerce De- 
partment. Over half of these were fast- 
growing products. 





J. R. DeHaven, vice president in 
charge of Employers Mutuals Fire of 
Wausau, Wis. was appointed chairman of 
the public relations committee of the 
National Fire Protection Association. 
Mr. DeHaven succeeds Robert Nathans 
of New York City. He has been as- 
sociated with Employers Mutuals of 
Wausau since 1942 and has headed the 
fire company since 1949. He has been in 
charge of Wausau’s Fire Prevention 
Week a number of years, an event that 
has brought many national awards to 


the city. 
* ok * 


James F. Dissell, formerly state agent 
in Kentucky for the Phoenix Insurance 
Group, is joining the banking agency 
known as the First Kentucky Fire In- 
surance Co., a subsidiary of the First 
National Bank and Kentucky Trust Co., 
Louisville, where he will head the fire 
insurance writing division. 





ROBERT H. BUTLER 


Robert H. Butler, CPCU, has been 
named assistant secretary, fire and ma- 
rine underwriting, of the Western de- 
putment of The Travelers Indemnity. 
Mr. Butler, who has been manager of 
fire and marine lines at the ‘Worcester, 
Mass., branch office since 1953, joined 
The Travelers in 1937. He was a mem- 
ber of the fire underwriting department 
at the home office until 1941. In 1946 he 
was made a special agent and the fol- 
lowing year was transferred to the 
Boston office. In 1951 he was named an 
assistant manager there and two years 
later was transferred to the Worcester 
office. Mr. Butler has received the 
Chartered Property & Casualty Underwrit- 
ers designation and also participated in 
the management seminars held in Hart- 
ford last Summer. A veteran of four 
years’ service with the Army in World 
War II, he holds the rank of major in 
the Reserves. A native of Hartford, he 
was graduated from Hartford schools 
and attended business college. 


* * * 


Leonard J. Watson has been appointed 
to the Hartford Fire Insurance Company 
Group’s newly-formed home office busi- 
ness development department. He served 
from 1956 until this month as director of 
sales promotion and field services for 
the Hartford Group’s affiliate, Columbian 
National Life of Boston. In his new 
position with the Hartford Group, Mr. 
Watson will act as advertising and pro- 
motion liaison for the life affiliate, will 
serve on the plans committee of the 
business development department, and 
will be responsible for art supervision. 
Before joining Columbian National, Mr. 
Watson had been with a New York 
advertising agency, and served for five 
years as sales promotion manager for 
another life insurance company. 


* * * 


R. Manning Brown, Jr., vice president 
of New York Life, has been named 
chairman of the Professional, Financial 
and Insurance Group in Manhattan and 
The Bronx, of the United Hospital 
Fund’s 80th annual appeal for funds for 
81 members hospitals. Appointment was 
announced by William P. Worthington, 
chairman of the Business and Profes- 
sionals Division of the campaign which 
opens October 1. Mr. Worthington is 
president of the Home Life of New 
York. Mr. Brown will lead 200 volun- 
teers in the fields of insurance, finance 
and the professions in raising the 
Group’s quota of the total campaign goal 
of $3,000,000. 








Carl C. McConnell of Syracuse, an ip- 
spector-auditor for the Glens Falls 
Insurance Co. in the Syracuse territory 
has been named to head the unit that 
supervises the New York State auto. 
mobile-inspection program. Mr. McCon- 
nell’s appointment as director of motor 
vehicle inspection was effective Septem. 
ber 

i et 


yseph Weintraub, head of the Amer- 
ican Equity Group, is spending this 
month in Europe in connection with 
international aspects of his operations. 
In addition to conferences in London 
end Paris, he will attend the Monte Carlo 
In‘ernat‘onal Insurance Conference, and 
visit. Zurich in connection with the 
U. S. branch of Swiss National Insur- 
ance Co., Ltd. of which he is manager, 
ek Weintraub will return home October 








MR. AND MRS. R. B. COOLIDGE 


Robert B. Coolidge, senior vice presi- 
dent of Aetna Life, and Mrs. Coolidge 
are in Hawaii. While there Mr. Coolidge 
paid a visit to B. F. Dillingham Co., Ltd, 
Honolulu, which represents the Aetna 
Life. The accompanying picture was 
taken on the Matson Line’s Matsonia 
when the Coolidges arrived in Hawaii. 

ae a 


Frederick Atcheson, casualty under- 
writer in the New York metropolitan 
department of Royal-Globe Insurance 
Group, has observed his 50th anniversary 
with the group, which he joined when 14 
as an office boy. Following his World 
War I army service (1917-19) Mr. Atche- 
son returned to the group and was as- 
signed to automobile underwriting. This 
was in the then new metropolitan auto- 
mobile department of which he became 
manager six years later. When the Eagle, 
Royal and Globe were consolidated in 
1946 Mr. Atcheson was named a senior 
underwriter for the combined depart- 
ments, a post he still holds. A luncheon 
in his honor, hosted by Vice President 
M. J. Rhew, was held on his anniversary 
day at the Drug & Chemical Club. 


* * * 


Ralph G. Hastings of Washington, 
Ind., director of Excelsior Insurance 
Company of Syracuse, and Mrs. Hast- 
ings sailed from New York City Sep- 
tember 2 on the Queen Mary for a six 
weeks trip through Europe. During their 
travels they plan to visit England, Bel- 
gium, Holland, Germany, Switzerland, 
Italy and France. While in London they 
plan to visit the new Lloyd’s Insurance 
Building. Mr. Hastings is a past presi- 
dent of the Indiana Association of In- 
surance Agents. 
















rations, 
London 
e Carlo 
ice, and 
th the 

Insur- 
anager. 
etober 


- 











18, 1959 

















Drop Official Greeting Cards 


The chief administration of the Lon- 
don & Lancashire Insurance Co., Ltd., at 
7 Chancery Lane, London, has sent out 
the following statement about Christmas 
cards: 

“At this time of the year we usually 
give consideration to the placing of an 
order for Christmas cards, but we have 
for some time felt that insofar as busi- 
ness houses are concerned, the practice 
of exchanging greetings has, over the 
years, largely outgrown its original per- 
sonal character. 

“We have, therefore, decided to dis- 
continue the custom of sending official 
greetings cards. 

“It need hardly be said, however, that 
although no longer conveyed at the 
Christmas season in writing, our good- 
will towards our friends will continue 
unabated.” 

et ae 


The Late Maude Inch 


Maude Inch, the former secretary of 
the Insurance Society of New York, who 
died this month, was a picturesque figure 
in the insurance industry. Born in Eng- 
land, she came to this country and be- 
came the secretary of Edward R. Hardy, 
for many years secretary of the society. 
She was one of three women who organ- 
ized the Insurance Women of New York, 
the others being Helen Garvan, who re- 
tired from North British & Mercantile 
after long years of service there, and 
Miss Evelyn Decker, formerly of Amer- 
ica Fore. 

Its annual dinners are always ad- 
dressed by a prominent man in the in- 
surance field, often in fire insurance. 

Miss Inch’s acquaintance with wives 
of insurance men was unusually large. 
She got to know them, as their husbands 
were on society committees. Many of 
the committeemen she had known from 
the time they were junior officers and 
she was exceedingly blunt in guiding 
them about society affairs. 

For one period of her life Miss Inch 
was kept home as an invalid, an en- 
forced rest which did not appeal to her, 
as she had so much energy she wanted 
to keep occupied. She was on a steamer 
going on a vacation. The boat was 
steaming south of Florida when it en- 
countered a storm which threw her 
against a rail and broke her hip. For a 
considerable period she was in a plaster 
cast, 

ae ee 


British Praise SEP Article 













Insurance Monitor of England on Au- 
gust 20 reprinted a number of quotes 
from a Saturday Evening Post article 
of June 6, “Why Auto Insurance Costs 
So Much.” That piece was the stinging 
blast at unnecessary death and disaster 
on the highways, and the rising expense 
factor and the absurdly hich verdicts 
m court, which was written by Arthur 

. Bone. 

_ The British magazine has been want- 
ing to print extracts from SEP article 
for some time and now has done it in 
connection with American rate-making 
hearings. Insurance Monitor was tre- 

















mendously impressed and highly compli- 
mented the Philadelphia magazine and 
Mr. Bone, the author, for a great piece 
of journalism. Insurance Monitor was 
particularly impressed by the headline 
on the article, called attention of its 
readers that this was not “Does Auto 
Insurance Cost Too Much?” but rather 
made it an affirmative allegation: “Why 
Auto Insurance Costs So Much.” 
eS ae 


Instalment Credit Upturn 

Commenting on renewed uptrend in 
instalment credit the monthly journal of 
Morgan Guaranty Trust Co., New York 
City, says that monthly extensions of 
new instalment credit started to recover 
from their depressed recession levels in 
the spring of 1958. But not until some 
months later did they overtake repay- 
ments which had declined only slightly 
in the recession. Continuing, Morgan 
Guaranty said: 

“Recent extensions have been exceed- 
ing repayments by well over $400 million 
a month ($500 million in July) on a 
seasonally adjusted basis. Virtually all 
types of instalment credit have been 
sharing in the general advance, contrast- 
ing with the situation in 1955, when the 
boom in instalment debt was largely 
dominated by a rapid rise in automobile 
loans. 

“One important feature of the current 
increase in instalment credit has been 
sharp growth in revolving check credit 
and in revolving charge-account credit, 
two relatively new forms of consumer 
borrowing. Much of the money obtained 
by consumers from these newer credit 
sources is probably being used for serv- 
ices and “soft goods,” whereas custom- 
arily most consumer borrowing has been 
for the purpose of acquiring durchles 

“During the first half of 1959, instal- 
ment credit outstanding rose by $2 bil- 
lion, equivalent to about one-sixth of 
the increase in consumer spending dur- 
ing the same period.” 

Laker a 


700 Companies in Insurance 


Accounting and Statistical Assn. 
The Insurance Accounting and Statis- 


tical Association has gotten out its 
1959-60 Year Book. 
This association is devoted to the 


study, research and development of mod- 
ern theory, practice and procedure as 
applied to insurance accounting and sta- 
tistics to the end that it may employ 
the most efficient, practical and economi- 
cal methods to meet the increasing de- 
mands of management for information 
regarding the affairs of its companies 
President of the association is Charles 
Andrew, assistant controller, Jefferson 
Standard Life, Greensboro, N. C.; imme- 
diate past vice president, William D 
Babcock, Jr., assistant general monager 
General Accident Group, Philad-lp'a: 
and the vice presidents are: Lowell S. 
Rinehart, assistant treasurer, Nationwide 
Mutual, Columbus, Ohio; James A. 
Dryer, executive secretary, Standard 
Accident, Detroit; Jack C. Smith, comp- 
troller, Imperial Life of Canada. 


The IASA has a large number 

















Dr. Peter Commanduras of MEDICO (left) congratulates his associate, Dr. 
Thomas A. Dooley, famous jungle doctor, for winning Mutual of Omaha Criss 
Award for outstanding contributions to people of the free world. 


Dr. Thomas A. Dooley, youthful Amer- 
ican jungle doctor, famous for his work 
in Laos, has been announced as recipient 
of the Mutual of Omaha Criss Award 
which is given for outstanding contribu- 
tions in the field of health and/or safety. 
It consists of $10,000 and a gold medal. 

Dr. Charles W. Mayo of Mayo Clinic 
and chairman of the award board of 
judges, said that the selection was made 
last spring. Dr. Dooley received the 
good news September 10 in New York 
City. He commented: “I’m overwhelmed 
—the first really direct award I’ve ever 
received as a doctor. I feel honored to be 
in the company of such men as Dr. 
(Jonas) Salk” the (1956 winner). 

Dr. Mayo explained that Dr. Dooley 
is receiving the Criss Award for his out- 
standing contributions to the peoples of 
the free world. It will be formally pre- 
sented to him at a dinner November 10 in 


Omaha attended by past recipients and 
members of board of judges. Dr. Dooley 
has, with Dr. Peter Commanduras, been 
a driving force in the founding of MED- 
ICO (Medical International Cooperation 
Organization), which has brought med- 
ical aid to millions of people throughout 
the world. “His devotion to this cause 
is a truly remarkable manifestation of 
a free man helping other free men on a 
person-to-person basis,” said Dr. Mayo. 

The Criss Award was established by 
Mutual of Omaha President V. J. Skutt 
to honor the late Dr. C. C. Criss, founder 
of the company in 1909. Past recipients 
include: Dr. Jonas Salk for the vaccine 
which bears his name; Dr. Howard Rusk 
for his work in rehabilitation; W. Earl 
Hall, editor of the Mason City, Iowa, 
Globe Gazette, for traffic safety and Drs. 
Edward C. Kendall and Philip S. Hench 
for their work on Cortisone. 





of committees. The names of the com- 
mittees follow: 

Accident and health, fire and casualty, 
life insurance, electronics, annual pro- 
ceedings, life reports and accounts, fire 
and casualty accounts, annual conference 
host, planning, nominations, publica- 
tions, research, permanent site, tempo- 
rary site, fire and casualty statistical. 

Historian is 1. H. Wagner of Busi- 
ness Men’s Assurance. 

In its 1959-60 Year Book IASA gives 
the following as the history and purpos 
of the association: 

“The genesis of the Insurance Ac- 
counting and Statistical Association cst 
be traced to a meeting at Peoria, Ill. 
on April 14, 1928, of representatives of 
eight Illinois and Indiana life insurance 
companies. The mecting was called a 
‘round table assembly on the use of 
punched cards.’ The object of the meet- 
ing was stated as ‘an open house to clar- 
ify any problems which the membership 
might care to have discussed.’ Funda- 
mentally this principle still permeates 
the activities of the association. That 
insurance companies are still vitally in- 
terested in an association which affords 
an opportunity for the discussion and 
clarification of their accounting and sta- 
tistical problems is evidenced by the 
fact that our membership has steadily 
increased from this small nucleus of 
eight member companies to more than 
700 life, fire, casualty and accident and 
health companies in the United States 
Canada, Europe, South America, Cenir 
America, Mexico, Howaii, Cuba, 
tralia, England and Sweden. 

“During the first decade, the activities 
of the association were confined to life 
insurance companies and the discussions 
were generally confined to accounting 
and statistical routines for those com- 
panies. It became evident that the fire 


and casualty affiliates of our member 
life companies were showing an interest 
in the work of the association and sev- 
eral representatives of fire and casualty 
companies had been attending the annual 
conferences of the association to seck 
information which might be helpful in 
their particular accounting and statisti- 
cal procedures. As a result of this in- 
terest, the organization of our associa- 
tion was broadened to include, besides a 
life section, individual sections devoted 
to the discussion of fire and casualt 
problems. In 1949 an Accident 
Health section was formed. 

“Since August, 1940, the association 
has published The Interpreter which in- 
cludes outlines of new accounting and 
Statistical methcds, descriptive data o 
new machines, and the results of sury 
pertinent to our work The Dire 
of Research has assem'led a reference 
file of procedures employed by our mem- 
ber companies, which contains account- 
ing and statistical methods as applied to 
insurance and is available for use by our 
member companies. 

“The purpose of the association, as 
stated in our Constitution and By-Laws is, 
‘to promote the study, research, and de- 
velopment of modern theory, practice 
and procedure as applied to insurance 
accounting and statistics.’ This associa- 
tion, with its widespread membership, 
international in scope, is unique in that 
there are representatives from life, fire. 


and 


casualty and = accident and _ health 
bratches of insurance. At our annua! 
‘onferences, a1 representatives gather 


in one General Session and then assem- 
ble into separate life, fire, casualty and 
accident and health sessions, and suhdi- 
visions thereof where topics of interest 
concerning the respective classes of in- 
surance are discussed in considerable 
detail.” 

















— 






September 18, 1959 








Multiple Line Proposals Made For 


Uniformity in Financial Standards 


Suggestions for achieving uniformity 
in New York State laws with respect 
to financial standards applicable to 
property insurance companies doing mul- 
tiple line business were offered by AI- 
fred J. Bohlinger, former New York In- 
surance Superintendent, at a_ hearing 
Monday in New York held by the Joint 
Legislative Committee on Insurance 
Rates and Regulation. Sen. Samuel L. 
Greenberg, Brooklyn Democrat, presided 
in the enforced absence of Sen. Condon, 
who is recovering from a heart attack. 

Mr. Bohlinger appeared on behalf of 
the National Association of Independent 
Insurers and the Insurance Company of 
North America. He offered a number of 
recommendations to reconcile present 
differences in financial requirements. 
Many of these proposals were that the 
legislature accept for multiple line in- 
surance the somewhat less stringent 
present provision applicable to fire in- 
surance companies. 

Exception to this reasoning was taken 
by Former Superintendent Julius Wikler, 
counsel for the legislative committee, 
who indicated he feels changes to 
achieve the desired uniformity should 
be in the direction of bringing the fire 
insurer requirements up to the require- 
ments for casualty companies. Sen. 
Greenberg indicated once or twice that 
he supported Mr. Wikler. 

The next hearing of this committee 
to hear further proposals for improving 
multiple line insurance laws in New York 
State will be held at 10 am., also at 14 
Vesey Street, on Monday, September 28. 

Presenting the recommendations of his 
principals Mr. Bohlinger said in part, 
to the committee: 


Minimum Capital and Surplus 


“Section 311 of the Insurance Law sets 
forth the financial requirements for the 
organization of stock casualty insurance 
and surety companies, and specifies the 
amount of the minimum paid-in capital 
and the amount of paid-in initial sur- 
plus required for the lines which such 
companies may be authorized to write. 
If organized to do more than one of the 
kinds of business designated, the com- 
pany is required to have minimum paid- 
in Capital at least equal to the sum of the 
amount of capital required for any one 
of the kinds of business plus the amount 
diminished by $50,000. required as the 
minimum capital for each additional kind 
of business. 

“If a casualty company wishes to write 
multiple line insurance it must have ad- 
ditional capital and surplus. The statute 
provides that it must have a minimum 
capital of $500,000 and a surplus to 
policyholders (capital and surplus) equal 
to the minimum capital and minimum 
surplus required on organization by Sec- 
tion 311 and Section 341 for the kinds 
of insurance which it is authorized to 
do. Section 341 sets forth the minimum 
capital and minimum surplus on organi- 
zation of a fire, marine or fire and ma- 
rine company. 

“Insofar as a fire or marine or fire 
and marine company is concerned, which 
wants to do a multiple line business, the 
financial requirements are not the same 
as those required for a casualty com- 
pany which is desirous of doing a mul- 
tiple line business. To illustrate, a cas- 
ualty company organized to write 
burglary and theft, glass, and fire and 
marine insurance would have to have 
minimum paid-in capital and initial paid- 
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ALFRED J. BOHLINGER 


in surplus as follows: capital $500,000; 
surplus $875,000; total $1,375,000. 

“A fire and marine insurance company 
organized to write the foregoing lines 
would have to have: capital, $500,000; 
surplus, $800,000; total, $1,300,000. 

Differential Exists 

“Tt is apparent that the financial re- 
quirements for a casualty company ex- 
ceed those for a fire and marine com- 
pany by $75,000 despite the fact that both 

(Continued on Page 27) 





Independent Adjusters 
Dinner on September 24 


TO BE AT HOTEL COMMODORE 





President Stratton Expects 500 Adjusters 
and Guests at Banquet of New 
York Association 





The annual reception and dinner of 
the New York Association of Independ- 
ent Insurance Adjusters will ‘be held on 
September 24 at the Hotel Commodore, 
announces President Sidney Stratton of 
Syracuse. Reception will start at 6 p.m. 
in the East ballroom and dinner in the 
grand ballroom. Approximately 500 ad- 
justers and their guests are expected to 
attend. This is the 19th annual meeting 
of the association during which time it 
has grown from a few members until 
today it represents the interest of over 
300 licensed adjusters operating in all 
lines throughout the State. 

Functions of the association are to 
promote better liaison between its mem- 
bers and the insurance companies, to im- 
prove the quality of adjustments and 
to report fully and honestly on all claims 
to promote the insurance industry, to 
provide up-to-date educational material 
and to achieve uniformity and fairness 
in adjustments made by its members. 

In 1960 the association will celebrate 
its 20th anniversary. 


Guests of Honor 


Guests of honor at the annual meet- 
ing next week will be as follows: R. B 
Bagley, assistant secretary, Travelers; 
Mario R. Cacace, president, Automobile 
Claims Association; Vincent W. Hop- 
kins, claims manager, Mutual Fire Insur- 
ance Association of New England; 
James Kreher, vice president and man- 
ager, American Casualty Claims Associa- 
tion, 

Also L. A. Vincent, general manager, 
National Board of Fire Underwriters; 
Henry Klahre, manager, Ocean Marine 
Underwriters; Gay Milbrandt, president, 
Mutual Agents Association of New 
York; E. C. Niver, secretary, New York 
Board of Fire Underwriters committee 
on losses and adjustments; Edward F. 
Cavanaugh, Fire Commissioner, City of 
New York; Martin Scott, Chief Fire 
Marshal of Fire Department, City of 
New York. 

Also Arthur Goerlich, president of In- 
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EXECUTIVE OFFICES: 


70 Pine Street, New York 5, New York 
Telephone: BOwling Green 9-5532 


Southern and Facultative Department: 


1401 Peachtree Street, N.E., Atlanta 9, Georgia 
Telephone: TRinity 5-8969 
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Senior Vice President, 
Treasurer of Federal 





LEE ORTON 


Election of Lee Orton as senior vice 
president and treasurer of Federal In- 
surance Company is announced by Percy 
Chubb, 2nd, president. Mr. Orton is a 
director of the Vigilant Insurance Co, 
and of the Colonial Life of America, a 
trustee of the Staten Island Savings 
Bank and president of the Staten Island 
Hospital. 





surance Society of New York; D. B. 
Sherwood, assistant general manager, 
National Board of Fire Underwriters; 
George Gross, Powers, Kaplan & Berger; 
Arthur Blum, president of Walter Blum 
Insurance Agency and president of New 
York State Association of Insurance 
Agents; Newell Alford, Jr., Deputy Su- 
perintendent, State of New York Insur- 
ance Department; Lawrence B. Missi- 
mer, president, New York State Inland 
Marine Claims Association, Inc. 





Rostock-Jensen Elected 


Marine Union President 

L. Rostock-Jensen, managing director 
of the Baltica Assurance, Copenhagen, 
has been elected president of the Inter- 
national Union of Marine Insurance in 
London. Mr. Rostock-Jensen has served 
the Union in several capactities, most re- 
cently as a member of the executive com- 
mittee. 

The outgoing president, ‘H. J. Quirino 
da Fonseca, of Portugal, was presented 
with an engraved silver salver in appre- 
ciation of his services. Mr. da Fonseca 
was also elected an honorary member 
of the Union. 

John T. Byrne, chairman of the board 
of Talbot, Bird & Co., New York, re- 
tired as chairman of the Union’s com- 
mittee on Freedom of Insurance. Mr. 
Byrne was named a special advisor to 
the committee and tribute was paid to 
his long and able service as a member 
and chairman. 

Among social events in connection with 
the Conference was a reception given 
by the American Institute of Marine Un- 
derwriters on September 15 at Claridge’s. 
The American delegation is headed by 
Miles F. York, president of the Institute 
and president of the Atlantic Companies. 





WASHINGTON ASSN. ELECTS 

The 38th annual convention of Wash- 
ington Association of Insurance Agents 
concluded with the election of Hugh H. 
Hitchcock, Hitchcock Insurance Agency, 
Ellensburg, president. Other officers 
elected included James M. Koon, Ta- 
coma, vice president and trustee chair- 
man; Oscar Bierwagen, Walla Walla, 
secretary; Leonard E. Salladay, Spo- 
kane, east side vice president; ; 
O’Day, Aberdeen, west side vice presi- 
dent; Ed Ray, Pasco, trustee-at-large. 
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New Jersey Association of Insurance Agents, Atlantic City, September 14-15 
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By EucENE 


J., September 14.— 
\filton H. Grannatt, Jr., of Trenton, was 
one of the dominant figures at the open- 
ing day of the 66th annual convention 
of New Jersey Association of Insurance 
Agents. The report of President Gran- 
utstanding review of his 
im. Added to this was an open letter 
to insurance conipany executives on the 
matter of a reduced production cost al- 
lowance on automobile policies, in which 
the NJAIA president charged companies 
with having “won a major victory in 
their undeclared war on the principles 
of the American Agency System.” 

The letter called on the companies to 
join the agents in their common fight 
against the problems of automobile in- 
surance today. The problem not only 
concerns poor underwriting experience 
on automobile lines, but also the pressure 
of competition from direct writer com- 


Atlantic City, N. 


natt waS an O 


Cites Agents’ Grievances 


Mr. Grannatt accused the companies 
of “unwillingness to admit that we, your 
agents, are part of the same team,” 
meaning the agency-company combine. 
For two years, Mr. Grannatt said, the 
agent organizations awaited an invita- 
tion to talks with the companies, but no 
such invitation was forthcoming: “In- 
stead, we received a rate change—which 
in the long run must reduce our commis- 
sions, without giving us even the slight- 
est improvement in the competitive sit- 
vation .. . a rate change which took care 
of your (the companies’) expense fac- 
tors rather handsomely—but failed to 
recognize our increased costs. 
it has reduced our means of meeting 
these constantly rising expenses.” 

As to commission 
selves, Mr. Grannatt said they have, for 
the most part, been “made without re- 
gard to the individual agent’s profit or 
volume. The agency doing the job for 
which it is being paid has been subjected 
to greater reductions than those agents 
who produce small and many times un- 
profitable volumes of business—and who 
do not perform the simplest of agency 


reductions them- 


Officers Elected by NJAIA 


At the first session of the convention 
this morning Ira F. Weisbart of Jersey 
City was elected to succeed Mr. Gran- 
1 Mr. Weisbart’s posi- 
tion as chairman of the executive com- 
mittee was filled by James L. Ryan of 


natt as president. 


John S. Sheiry of 
named to succeed Roy H. 
(Cranford) as New Jersey State na- 
tional director. Mr. MacBean had served 
in that capacity with 


Three new members were named to the 
state group’s executive committee: Louis 
Greenberg, Atlantic City; Karl Weidel 
and Jack K. 


Re-named for contiuous terms on the 
executive committee are Emile Karam, 
West Orange; Robert W. Hutchison, 
Vineland; Edward P. Kinchley, Little 
Ferry; Lawrence Robinson, New Bruns- 
wick, and Edwin Rothberg, of Plainfield. 
Mr. Grannatt, retiring president, was in 
accordance with established custom, also 
named to the governing board. 


“More Money in Your Agency” Panel 


Theme of the convention was “More 
Money in Your Agency” and it was to 
this point that an informative panel dis- 
cussion was held this afternoon under 
the chairmanship of James L. 

peakers and their subjects were Win- 
thtop W. Clement, public relations man- 





Grannatt’s Open Letter to Co. Execs. 


“Talk” of 66th NJAIA Convention 


G. Downegy 


ager of American International Uinder- 
writers, described the foreign risk mar- 
ket (“Beyond The Blue Horizon”) that 
may be found by the local agent right 
on his own block; Kenneth Walch, man- 
ager, Group department, Philadelphia 
Life, on small Group insurance, and Jack 
R. Moran of Marine Office of America, 
on Boats and Yaclits, describing the 
fast-growing sales of yachts and out- 
board motor boats and the correspond- 
ing potential of insuring this market. 

A former agent of Allstate, Louis 
Girolamo now of Westmont, N. J., closed 
the afternoon session with a talk “How 
to Compete with Direct Writers.” The 
speaker, among advantages he saw in 
being an independent agent, cited per- 
sonal service to the insured, established 
ownership of expirations, and the fact 
that as an independent agent he can rep- 
resent his client at claims’ time. Ques- 
tioned by reporters Mr. Girolamo said 
he “hasn’t lost a single customer to All- 
state on account of price.” 


Presided at Press Conference 


President Grannatt was chief spokes- 
man for New Jersey agents at the cut- 
tomary press conference. With Ira F. 
Weisbart, chairman of the NJAIA ex- 
ecutive committee and_ president-elect 
of the association, and James L. Ryan, 
NJAIA executive committee member at 
large, discussion ranged from merit- 
rated automobile plans, which have not 
yet been introduced in New Jersey, 
through the increasing influence of life 
insurance production in the general in- 
surance agency, to the possible affects 
if any the recent ‘Blue Cross rate increase 
would have in the agencies. 

Mr. Grannatt stated that merit rated 
automobile plans will put agency-writers 
on an equal competitive footing with di- 
rect writers. Noting that he is con- 
veniently located in Trenton where he 
can view cperation of these plans in 
neighboring Pennsylvania, he said that 
the National Bureau plan in Pennsyl- 
vania has the effect of a maximum rate 
decrease ranging down to 32%. He did 
point out however, that the Bureau plan 
may not succeed in getting the sur- 
charged market, and this has been the 
main problem in earlier individual com- 
pany experiments with merit rated plans. 

On the subject of direct billing, the 
NJAIA spokesmen seemed to think the 
companies tend to take an exaggerated 
view of the savings to the agent through 
company electronic data processing. 
“Billing the policy is by no means the 
greater part of service on an automobile 
policy. The agent still as least has to 
hand!e client’s telephone inquiries on 
the policy,” Mr. Grannatt observed. 

In answer to the newsmen’s questions 
the agents indicated that these merit 
rated plans might tend to get agents to 
use one company for individual lines, if 
only because cf the savings on paper 
work. There remained with the plans 
the problem of placing the surcharged 
risks, and it seemed likely in the event 
of merit plans being intreduced in New 
Jersey, the risks with demerits would 
still end up in the Assigned Risk pool. 


Meeting Reflects Expanding General 
Ins. Writing 


The changing market for general in- 
surance agents was most apparent at 
this meeting, not only by the existence 
of the panel of speakers mentioned 
above speaking of foreign risks, small 
Group, and boating insurance, but also 
noticeably the increased number of life 
exhibitors. Messrs. Grannatt, Weisbart 
and Ryan heartily approved of agents 
availing themselves of life insurance op- 
portunities in their market place. They 


Jas. L. Ryan Gets Weisbart’s 


Post as Exec. Committee Chr. 

Atlantic City, N. J., Sept. 15—James L. 
Ryan of Paterson, N. J., elected chair- 
man of the NJAIA executive committee, 
graduated from St. Joseph’s High School 
in 1932 and attended the CPCU courses 





JAMES L. RYAN 


at Rutgers University, 1951-54. He suc- 
ceeds President-elect Ira F. Weisbart. 

He entered insurance in his father’s 
agency in 1938—the Lewis A. Ryan 
Agency of Paterson. Following the 
death of his father in 1941 Mr. Ryan 
joined the Olden & Hanson Agency, 
which had been established in 1876. He 
was made a partner in the firm in 1956 
and the name changed to Olden-Hanson- 
Ryan Agency. Earlier this year the 
agency name was changed to Hanson & 
Ryan, with Mr. Ryan as _ secretary- 
treasurer, 

James L. Ryan first came on the 
NJAIA executive committee last year. 
He is a past president of the Passaic 
County Agents Association, which he 
also served as executive committeeman 
and vice president. In 1957 he served 
on the state fire and allied lines com- 
mittee. 

He was in the U. S. Navy during 
World War II and was separated from 
service with the rank of petty officer. 
He is a member of the Hawthorne 
American Legion Post 199, and is chair- 
man of the oratorical contests of Passaic 
County American Legion. 

Mr. Ryan attends St. Anthony’s Cath- 
olic Church in Hawthorne and is a 
member of the Holy Name Society. He 
lives with his wife (the former Dorothy 
Koch) and two sons Jay (12) and Terry 
(10) in Hawthorne, N. J. 





did not believe that the larger life in- 
surance companies would receive the 
agents’ business merely on account of 
size: suitablity of the life insurance pro- 
eram being sold would be the deciding 
factor on where the business would be 
placed. Also, Mr. Weisbart said that the 
personal ability of the life expert to as- 
sist the general insurance agent is an- 
other factor in choice of a life company. 

Attendance at the convention was ap- 
proximately 900, and the convention hall 
at The Traymore Hotel was well filled 
all day with an attentive audience for 
a well-planned program of speakers, 


NJAIA LIBRARY ESTABLISHED 





At Newark Headquarters; Report of 
Education Committee Chairman 
Emile Karam 


Atlantic City, N. J., September 14—A 
year of accomplishment in education was 
reported by the chairman of that NJAIA 
committee, Emile Karam, here today. 
During the year a reference library was 
established at the central library of NJ- 
AIA in Newark. Though this library is 
intended primarily for use by the asso- 
ciation’s School of Insurance actually, 
Mr. Karam said, the general membership 
is welcome to avail of the library’s facili- 
ties, which they helped establish. 

Mr. Karam publicly thanked American 
Insurance Co. of Newark, in whose 
offices the School of Insurance classes 


were held for the two terms. Also there 
were packed sessions for the School of 
The Manuals, held at the Home Insur- 
ance Co., building in East Orange, to 
which company Mr. Karam also ex- 
pressed gratitude on behalf of the NJ- 
AIA education committee. 

S. Gage Lewis of the Fire Insurance 
Rating Organization was cited for his 
cooperation on the course on Advanced 
Schedule Rating. 

Having referred to the association’s 
School of Insurance, Mr. Karam re 
marked: “As both these courses came 
within the new educational requirements 
of the Insurance Department an even 
more serious minded feeling of the stu- 
dent body was evident from the start. 
However, the full impact of the manda- 
tory curriculum remains to be asserted 
and felt in the terms ahead. The days 
of the “fast-buck” part-timer in our 
midst are now numbered. Should you 
desire to serve the public by providing 
protection as a licensed insurance agent, 
broker or solicitor, the Insurance Depart- 
mient will insist that you not only achieve 
success within the approved school you 
attend for preparation but that you apply 
yourself during schooling by  »pious 
outside reference work or study. Also 
that you strive after licensing to keep 
abreast of the ever changing coverages 
so the public will receive a maximum 
benefit from your efforts and the De- 
partment’s supervision.” 

Mr. Karam expressed NJAIA’s appre- 
ciation for the work done in educational 
projects by these company representa- 
tives Richard Gimber and Paul S. Parris 
of the Fidelity & Deposit Co., and 
George Martin, New York Underwriters. 





Automation Pros and Cons 


Discussed by J. N. Cosgrove 

Atlantic City, N. J—John N. Cosgrove, 
associate editor The National Under- 
writer, in an address to the New Jersey 
agents, discussed the pros and cons of 
automation — electronic processing — 
and questions involved for agents and 
companies in the matter of direct bill- 
ing. This was Mr. Cosgrove’s conclu- 
sion: 

“Agents and companies have both had 
a lot to do with establishing outworn 
traditions. They should cooperate in 
abolishing them. Agents are typical en- 
terprisers. They have had the courage to 
strike out on their own as independent 
business men—risk takers who rely on 
their own efforts for success or failure. 
Company people, on the other hand, are 
‘organization men.’ One might reason- 
ably expect the agent — the risk taker 
—to be the first to defy traditions. 

“It is quite likely that when and if 
companies can demonstrate economies 
through automation in the areas which 
directly affect agents, and when the lat- 
ter’s fears with regard to loss of owner- 
ship of expirations are allayed, they will 
take the lead in adopting any and every 
method which will help them become 
what they should be—primarily profes- 
sional salesmen.” 
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Major Account Unit of 
‘ W. A. Alexander & Co. 


SHELDON TO HEAD NEW DEPT. 





Will Be Assisted by Reuter, Beatty and 
Steinbach; Special Life and Group 
Sales Headed by Sherman 





W. A. Alexander & Company, 74-year- 
old Chicago insurance firm, has estab- 
lished a new major account development 
unit to handle expanded activity in the 
corporate field. The unit will comple- 
ment the objections which led to the 
formation of the new nationwide organ- 
ization, Alexander, Sexton & Carr, an- 
nounced earlier this year. 

According to Wade Fetzer, Jr., presi- 
dent, the unit will be unique in that it 
will employ new marketing and servicing 
techniques and will be staffed by top 
level executives who will devote their 
full time to this activity. : 

Walter M. Sheldon, executive vice 
president, has been named to head the 
unit. He will be assisted by three Alex- 
ander vice presidents, C. J. Reuter, R. M. 
Beatty and J. J. Steinbach. 

Parallelling this activity will be a 
special life and group sales unit headed 
by J. H. Sherman, executive vice presi- 
dent. He will be assisted by assistant 
Vice President H. G. Walter and Ray 
Zumbrook. Philip L. Cochran, a vice 
president, has also been named general 
manager, a new executive post, 


Other Executive Changes 


Other executive changes include the 
appointment of Vice Presidents Frank 
R. Miley and Donald W. Perin as head 
of sales and underwriting, respectively. 
A technical business development statt, 
composed of Assistant Vice President 
John Even, Richard Hartig and. William 
Dwyer, will assist Mr. Miley. ; 

Louis E, Friend will assume responsi- 
bility for the producer sales management 
division which includes all sales rela- 
tionships with office brokers and em- 
ployes. George Machacek will super- 
vise* a new corporate servicing unit 
known as account management division. 

Under Mr. Perin’s direction, H. O. 
Claussen will head up the new casualty 
division and J. R. Hersey, property di- 
vision, 

Heavy concentration on the develop- 
ment of corporate and personal ac- 
counts, both directly and with associate 
producers, results from a relinquishing 
of W. A. Alexander & Company’s obliga- 
tion to service and develop the state- 
wide territory for the Fidelity & Cas- 
ualty of New York on January 1, 1960. 

“We believe the full utilization of our 
manpower, pointed in the direction of 
sales, will strengthen our operation and 
permit the achievement of long range 
goals,” stated Mr. Fetzer. “Industry’s 
need for competent, nation-wide servic- 
ing and market facilities can be realized 
through the type of organization we 
have planned.” 

Alexander & Company will continue to 
represent Fidelity & Casualty in the 
capacity of general agent as well as cer- 
tain other companies. 





New Fire Safety Courses 

Four new courses will be given this 
fall in the evening division of the Illinois 
Institute of Technology. Three of the 
courses will be in 'the field of fire pro- 
tection and safety engineering; the other 
will be in food engineering. 

The courses in the fire protection and 
safety engineering department should be 
of interest to those in industry, con- 
struction, and insurance, as well as those 
in the immediate field of fire and safety 
engineering. The subjects to be given 
include two credit courses: “Fire Pro- 
tection Principles of Building Construc- 
tion” and “Industrial Safety I,” and a 
non-credit course, “Insurance Appraisal.” 





_ CLIFFORD W. JUDD DIES 
Clifford W. Judd, an agent in Ro- 
chester, N. Y., for more than 25 years, 
died September 3. 


Insurance Society 


Courses at East Orange 

A Leslie Leonard, Dean of the School 
of Insurance of the Insurance Society of 
New York, announces that at the re- 
quest of insurance company offices in the 
northern New Jersey area, a special pro- 
gram of insurance courses will be made 
available in East Orange. The fall se- 
mester begins the week of September 21 
and will include courses in the principles 
of insurance and suretyship, inland ma- 
rine insurance contracts, and casualty 





















insurance contracts. 

These courses, like those in the Man- 
hattan, Mineola, and White Plains cen- 
ters, are designed by the school’s staff 
to fit the particular needs of insurance 
people. The instructors are practical in- 
surance men who are selected for their 
ability to teach the subjects in which 
they are expert. These classes will be 
held evenings at 111 Prospect Street in 
rooms generously provided by the Col- 
onial Life Insurance Company, and at 
246 South Harrison Street through the 
courtesy of the Liberty Mutual Insurance 
Companies. 


a 

Registration was held September 14 and 
September 17 at the classroom at |} 
Prospect Street. All registrations shoul 
be completed by Monday, September; nT 





COKE WITT RETIRES 
Coke Witt, special agent in Oklahom, 
for the Hartford Fire, has retired after 
more than 36 years with the compan, 
Mr. Witt entered insurance in 9p 
serving with other companies before 
joining Hartford Fire in April, 1923 
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The new kit of The Home Insurance Company puts Trip wf 


ance production on a self-starting, self-sustaining basis. 


@ |s Trip Insurance good business? Sure is! 
@ In the first place it's found business. 


@ It's a wonderful prospect-finder. Trip policies you sell tod 
grow into Homeowners and commercial lines tomorrow. 54 
of all, with the new Home Trip Kit, there’s practically nothi 


for you to do but write the policies. Once you've set up J 





program, the business comes to you! 
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Race Horse Reinsurance 
Is Raised to $250,000 


A new agreement increasing the 
amount of reinsurance on race horses to 
250,000 per animal has been concluded 
among the Animal Insurance Company 
of America (AIA), their London brokers, 
and a group of Lloyd’s underwriters. 
This was announced by R. Harold Bach, 
chairman of the board of AIA, and 
\ilton M. Weiss, president, both of 
New York, who just returned from Lon- 
fon where the negotiations took place. 
The AIA is the only insurance com- 





LEGION POST MEETS 


The Insurance Post of the American 
Legion held a dinner meeting September 
15 at the Cabin Restaurant in New York 
City. Past Commander James Conway 
received congratulations on being elected 
county commander of New York County 
for 1959-60. Frank M. Uebelacker is 
commander of the post. 





pany in the United States devoted ex- 
ciusively to insuring animals of value, 
particularly thoroughbred and standard- 
bred horses, as well as prize cattle. 


RODDA ON HOMEOWNERS 
W. H. Rodda of Chicago will talk on 


“The Latest on 


Homeowners Policies” 
at the Mutual Agents annual convention. 
Mr. Rodda, who is secretary of the 
Transportation Rating Bureau of Chi- 
cago, is scheduled to speak at the 29th 
meeting of the National Association of 
Mutual Insurance Agents on Tuesday, 
October 20, at the Chase Hotel in St. 
Louis. 





—— 
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DURANCE KIT 


EVERYTHING YOU NEED FOR A COMPLETE, 


YEAR ‘ROUND TRIP INSURANCE PROGRAM! 
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Harold F. Hawkins Dies; 


Byrne Co. Executive 





HAROLD F. HAWKINS 


Harold F. Hawkins of Westfield, N. J., 
vice chairman of the board of Jos. M. 
Byrne Co., Newark, died of a heart at- 
tack September Y at his home. He was 
49. Born in Kearny, Mr. Hawkins lived 
in Westfield 23 years. He was also vice 
president of the Byrne Company, a gen- 
eral insurance and travel agency. He had 
been with the company since January 
20, 1925. 

Mr. Hawkins was a member of the 
Holy Name Society of the Holy Trinity 
Church, and of Westtreld Council 1711, 
Knights of Columbus. He also was a 
member of the Down Town Club, New- 
ark, the Drug and Chemical Club of 
New York and Echo Lake Country Club, 
Westfield. 

He played semiprofessional soccer in 
the Essex and Hudson County area in 
the early 1930’s. He was with the Ryer- 
son’s Juniors when that club won the 
state championship and with the New- 
ark Soccer Club for a year. 

He leaves his wife, Mrs. Constance 
Snedeker Hawkins; a son, Harold F. Jr., 
at home; three daughters, Judith C. 
Hawkins, a student at Trinity College in 
Washington; Teresa A. Hawkins and 
Constance M. Hawkins, both at home, 
and two brothers, Norman and Kenneth, 


both of Kearny. 





Phila. Loss Conference 
Elects Williams President 


The Philadelphia Loss Conference has 
elected new ofthcers for the coming year 
as follows: 

President, Paul Williams, Reliance; 
vice president, Andrew Galbraith, Jr., 
Mutual Assurance; treasurer, Stan 
Bailey, U. S. Fidelity & Guaranty; secre- 
tary, Robert A. Wilson, America Fore 
Loyalty Group. 

Executive committee, Christopher J. 
Campbell, Pacific National Group; E. C. 
Bonniwell, Jr., Travelers; Clarence F. 
Jenkins, General Accident. 

These new officers will preside at the 
annual dinner to be held October 7, at 
Eagle Lodge. 





LIBRARY OPEN EVENINGS 

The Insurance Society of New York, 
Inc., announces that beginning Septem- 
ber 14 its library on the 14th floor, 107 
William Street, will resume its evening 
hours. Effective Monday the library will 
be open Monday and Thursday from 9 
a.m. to 9 p.m.; Tuesday, Wednesday, and 
Friday, the hours are from 9 a.m. to 6 
p.m. The evening hours are for the 


convenience of the students of the School 
of Insurance and for all others who wish 
to use the library. Evening visitors are 
reminded to use the 60 John Street en- 
trance after 6 p.m. 
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New Jersey Association of Insurance Agents, Atlantic City, September 14-15 





Presidential Address to NJAIA Notes 
Worsening Agent-Company Relations 


Milton H. Grannatt, Jr., Concerned Over Policy Developments 
But Reaffirms Belief in Success of Agency System; 
Reports Progress in Other NJAIA Projects 


Atlantic City, N. J., Sept. 14—The an- 
the New Jersey 
Traymore 


nual convention of 
Agent Association at the 
Hotel here today, given by Milton H. 
Grannatt, Jr., contained some jarring 
notes for the agents’ listening. 

The year, it was noted, had witnessed 
“further worsening of the agent-com- 
pany relationship.” During the year, 
too, many of the companies reduced the 
agents’ commissions on automobile in- 
surance, 

On the brighter side, NJATIA reached 
its highest membership. Also, Mr. 


Grannatt reported, Road-Aid has become 
an important part of every “thinking” 
agent’s business. Greater interest was 
shown in fire prevention, public rela- 
tions and accident prevention. And of 
special pride to the New Jersey agents, 
the agents’ qualification law became a 
reality in the course of the year of Mr. 
Grannatt’s presidency. 

The out-going president declared: 
“We can look back over the past 12 
months and find cause for concern over 
the future and become pessimistic; or 
we can look to the future optimistically 
—knowing that no method of selling in- 
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surance has ever equalled the success of 
the American Agency System.” 


Problems of Commissions Prominent 

On the vital matter of commissions, 
Mr. Grannatt reported that he and State 
National Director Roy H. MacBean 
spoke to every county association in 
New Jersey. They maintained constant 
liaison with the New Jersey Department 
of Banking and Insurance and got its 
cooperation until, he reported, “the pat- 
tern as established by the National Bu- 
reau of Automobile Underwriters ‘and 
the National Bureau of Casualty Un- 
derwriters encircled us with the accept- 
ance of the reduced acquisition cost rate 
filing in all of our neighboring states. 
At this point further delay was impos- 
sible; and, as you all know, new auto- 
mobile rates were approved on July 1. 
New Jersey thus become the 41st state 
to accept the filings.” 


Note for Company Obs2rvers 


Addressing himself to many of the 
company men present at today’s meeting 
whom he considered “are here to witness 
the tenor of the time ... see what re- 
action they will receive from the agents,” 
Mr. Grannatt referred to an open letter 
to the principal executives of many com- 
panies, which open letter he read follow- 
ing this report. 

(Editor’s Note: Text of the open let- 
ter is carried in another report appear- 
ing in this issue of The Eastern Under- 
writer.) 

As to the future, Mr. Grannatt re- 
marked: 

“We need look no farther afield than 
our neighboring state of Pennsylvania 
to see the trend that is taking place in 
the automobile insurance business. Merit 
rating became a fact as of September 
Ist, and with it came the new special 
automobile policies—six months’ policies 
with direct billing, written by the finest 
companies in the insurance industry. 
They are no longer the products of ‘pup’ 
companies, but rather the major com- 
panies’ answer to the direct writers. 
Oh yes, further commission reductions 
accompany them. 

“It is incumbent on all of us to plan 
for the advent of this type of contract 
in New Jersey. We will be told of the 
remarkable abilities of modern elec- 
t= nics to process these policies and the 
bills that will follow; no doubt we will 
be informed by eager special agents that 
all we have to do is to sell them. I do 
not doubt the miracles of electronics; 
but to date I know of no machine that 
fills out the claim forms for the agent 
nor answers the many questions raised 
by the insureds. 

“One thing is certain, however; we 
must adopt a new concept of insurance 
agency service if we, as individuals, de- 
cide to use policies of this type. We 
must sell, sell, and sell if we are to even 
come close to equaling present commis- 
sion income levels. Further, we must 
reduce our costs to an absolute mini- 
mum, This is neither the time nor the 
place to discuss this matter at greater 
length. I have raised is only as a sign 
of the times.” 


Comments on Homeowners Policies 


The same, he considers true of the 
Homeowners’ policies: “Here we find a 
confused situation confronting us since 
it 1S apparent the companies have not 
been able to resolve their own differ- 
ences, But there seems little doubt that 
in the future lies a new Homeowners 
policy; exactly what kind or how it will 
differ from present ones I cannot say. 
As in the case of automobile insurance, 
there has been a trend toward the reduc- 
tion of commissions in the field. With 
these problems facing us in the future, 
it is most important that we keep our- 
selves informed of the current trends in 
the business so that we may greet each 
problem, prepared to find a solution.” 

Continuing, Mr. Grannatt remarked, 
“Most of us still have not entered the 
life insurance business—a tragic mistake 
This can not only make up the loss of 
other commissions—but the successful 
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MILTON H. GRANNATT, JR. 


general insurance agent has files filled 
with the finest kinds of life insurance 
prospects. Life insurance companies 
and their general agents are eager to 
help.” 

In what he termed, “this time of con- 
fusion and uncertainty,” Mr. Grannatt 
feels, the companies have not forgotten 
that the American Agency System js 
still their best method of marketing 
their products, and that the companies 
will eventually join the agents “in find- 
ing solutions to the problems confront- 
ing the entire industry.” 

Among those whom the _ president 
thanked for “untiring devotion to the 
work of the association and for their 
guidance, counsel and assistance” were 
Ira Weisbart, “Hank” Franz, Roy Mac- 
Bean, “Charlie” Unger, “Bill’ Doyle, 
Harold Feuerstein, Jack Smick, John 
Edwards, Barbara Daudelin and Jean 
Hibbett. 

Asks More Use of Road-Aid 

Discussing Road-Aid, Mr. Grannatt 
noted that the first anniversary of the 
program was passed during the year. 
While it is progressing all the time, he 
still noted that too few agents are using 
the program; only slightly more than 
one-third of the membership. To those 
agents who are not using Road-Aid, the 
NJAIA president remarked: ‘You are 
missing one of the finest opportunities 
that has ever been presented to you 
for serving your customers and _ your- 
selves.” 

He noted substantial membership 
gains in the county associations of Ber- 
gen, Essex, Cape May and Middlesex, 
an endorsement of the accomplishment 
of membership drives, he observed. 

Mr. Grannatt’s report continued: 

“This year has been a milestone in the 
history of insurance regulation in New 
Jersey, for we saw the new qualification 
law become a reality. In the short time 
the law has been in effect, we_have 
witnessed the need for upgrading insur- 
ance education in the schools sand col 
leges—including our own—certified to 
teach courses in preparation for the lr 
cense examination. We have taken that 
first long step toward professionalizing 
the business of selling and servicing il 
surance. 

Advance in Public Relations Activities 

“The programs in the fields of acc 
dent prevention, fire prevention, a 
public relations moved ahead this past 
year; I believe that the years spent tty- 
ing to interest the various county, ass 
ciations in these activities are beginmmg 
to show some signs of success. The 
committee meetings were better at 
tended, a few more towns developed fit 
prevention programs, and more counties 
did a better job with the Safe-Drivim 
Citation Awards. I urge every coully 
association to take a real interest 

(Continued on Page 33) 
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surance, Tax Accountant 
Joins Ernst & Ernst 








CHARLES W. TYE 


Charles W. Tye, insurance and tax ac- 
bantant and attorney, has joined the 
counting and management consulting 
& Ernst 
companies. 


m of Ernst as director of 
ervices to insurance Mr. 
ve will work from the firm’s New York 
fice, and will co-ordinate the organiza- 
ion’s tax accounting and consulting 
ervices to insurance companies through- 
ut the U. S. and abroad. 

In 1936, Mr. Tye entered private prac- 
ie in law and accounting and govern- 
went service for a number of years. He 
ecame associated with Maryland Ca's- 
alty from 1943 to 1947 and the Royal- 
Flobe Insurance Group, New York City, 
rom 1947 to 1954. Since 1954 he has 
een executive head of the tax and cor- 
oration departments of another ac- 
ounting firm, where he specialized in 
work for insurance companies. 

Mr. Tye is past chairman of the joint 
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ommittee on taxation of the National 
Board of Fire Underwriters, and the 
Association of Casualty and Surety 
ompanies. 

Ernst & Ernst, established in 1903, 
las offices in more than 90 leading cities 
m the United States and has branches 
nd associates throughout the world. 
Mr. Tye received a degree in account- 
ig, corporate finance and taxation from 
he University of Iowa and a degree in 
aw from Stanford Law School in 1936. 





ommittee to Judge 


Town Crier Winners 
A committee to judge winners of the 
own Crier Awards, which were recently 
tt up by the National Association of 
isurance Agents, has been named by 
resident Archie Slawsby. Fred C. 
towell, editor of the Insurance Field 
agazine, has been appointed chairman, 
ogether with members Richard Allgood, 
Xecutive secretary, Nebraska Associa- 


lon of ‘Insurance Agents, and NAIA 


xecutive Committeeman Howard C. 
ullington, Wichita, Kans. 
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Companies will be considered on their 
pport of and cooperation with the Big 
Program of the National Associa- 


ln, Various factors to be considered 


y the judges will include use by the 
ompanies of the Big “I” on national 
- trade advertisements, as well as on 
er sales and promotional material. 
ing oP executive of each of the win- 
"§ Companies will receive an engraved 
own Crier lamp, while each advertising 
ager will receive an engraved Town 
€t trophy. Winners will be an- 


Bea at the NAIA 63rd annual con- 


ntion in Chicago, September 21-23, 


Entertainment Propram 


For Ladies at CPCU Meet 


A full program of entertainment had 
been arranged for women visitors at this 
year’s annual meeting of the CPCU—the 
Chartered Property and Casualty Un- 
derwriters. While their husbands are 
engaged with seminars and other busi- 
ness sessions during the three conven- 
tion days at the Ambassador Hotel in 
Los Angeles—September 16-18—the 
wives will be “doing” southern California, 
from witnessing a fashion show to tour- 
ing the homes of movie stars. 


Highlights of the women’s program 
follow: 

Wednesday noon, September 16, la- 
dies’ luncheon, Balboa Bay Club, with a 
boat trip around Lido Isle. 

Wednesday evening, evening Luau 
around the Ambassador pool and an 
aquatic show there. 

Thursday, September 17, ladies’ tour, 
J. C. L. A. Campus, Santa Monica 
Beach, Sunset Strip and Hollywood. 
Lunch at the famous Farmers’ Market. 
Thursday evening, Moulin Rouge dinner 
and show. 

Friday, September 18, ladies’ luncheon 
and fashion show, presented by Louise 


NATIONAL EXTRA DIVIDEND 

Directors of the National Fire, Hart- 
ford, have declared an extra dividend 
of 40 cents a share on the capital stock 
This dividend will be 
paid December 1 to stockholders of rec- 


of the company. 


ord November 13. 





Brockman, noted fashion authority. 
Friday evening, banquet and dance. 
In addition to their annual meeting 

activities, many women and their hus- 

bands will participate in a post-conven- 
tion flight to Hawaii. 


Mr. GENERAL INSURANCE MAN: | 


BANKERS NATIONAL LIFE OFFERS 
YOU A RARE OPPORTUNITY TO >» 


MULTIPLY YOUR INCOME as a 


GENERAL AGENT for LIFE, ACCIDENT & HEALTH, 


and GROUP INSURANCE: *& Wir MAXIMUM 


COMMISSION AND EXPENSE ALLOWANCE 
PROFIT SHARING RENEWALS, LIFETIME SERVICE FEES, 


PENSION, LIFE BENEFITS. Why Not Capitalize On 
The Sales Advantages Of Bankers National 
Life’s COMPLETE POLICY PORTFOLIO: } Ber ona 
Non-Par Life, Quantity Discount, Guaranteed Insurability, Family Policy, 
Salary Savings Plan, Coupon Policies, Commercial and Non-Can A &H, 
Association A & H, Hospitalization, Baby Group, Creditor Group, Major 


Medical Group and More! 1—F YOUR LIFE DEPARTMENT 
CAN PRODUCE $10,000 ANNUALLY IN LIFE 


PREMIUMS: J)o as so many other successful 
General Insurance Men have done ....ask 
- Agency. Vice President Bill Good for a 


| Copy of Our Booklet! WE HAVE GEN. 
ERAL AGENCY OPENINGS IN Me., 





IN EL. Vu, 


am. ed .; 








Pa., Del., D.C., Md. Va., 


aT. C., 


Fla., Ky., W.va., Ohio, Ind., Ill. Mich. & Minn. 


SEND NOW! 


"TEAR OFF 






INSURANCE COMPANY 


ERE 


Mail To — Bill Good, Agency V. Pres. 
Bankers National Life Insurance Co. 
Montclair 6 ,N. J. 


I'd like your booklet on the ‘“‘UMBRELLA PLAN” 
for building a MILLION DOLLAR LIFE DEPARTMENT 
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Marine Union Meets 


(Continued from Page 1) 


oi extreme size,” Mr. York said. “Some 
of these exceed 900 feet in length and 
105,000 dead weight tons and are among 
the largest vessels afloat. Although we 
may have gained some feeling of assur- 
nace regarding the performance of super 
tankers ranging in size up to the now 
fairly common vessel of say 45,000 dead 
weight tons, there are perhaps few here 
today who have become accustomed to 
the super tankers of 70,000 dead weight 
tons and upwards. 
“Many of the questions raised in 1957 
still remain unanswered. The ability of 
these large ships to withstand drastic 
extremes of heavy weather and 
stresses created by rapid loading and dis- 
charging will have to await a determina- 
tion after a sufficient period of service 
to develop significant wastage and de- 
terioration in structure due to use and 
age. 
Further Deterioration in Experience 
“Leaving aside for a moment consider- 
ation of the unique risks to which such 
vessels may be exposed, I should like to 
refer again to the deterioration in ex- 
perience on super tankers as a 
noted in my paper of two years ago. This 
trend has continued. Such further worsen- 
ing in record has occurred in the ab- 
sence of any total loss on this class of 
business written by the American Hull 
Insurance Syndicate and despite some 





MILES F. YORK 


firming of rates on certain tanker fleets. 
| need not comnient on the potential im- 
pact of total loss which is evident in the 
very large unit valuation of this tonnage, 
which now ranges upwards of $20,000,000. 

“An uncertainty as to adequacy of 


in time as additional experience in the 








time was 
when a company 
could be chosen 
on the basis 
of personality, 
lead-lines 


or gimmicks. 


today, 
a company 
must deliver 


full agency service. 


For your 


long range program, 


talk to an 


L&L fieldman. 


LONDON 


AND 2 
LANCASHIRE "= 
GROUP 20 Trinity Street, Hartford, Connecticut 


“~F- +~=NEW YORK 











THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
id; STANDARD MARINE INSURANCE COMPANY, LTO. (Fire Department) 


SAN FRANCISCO 





m Friend of the American Agency System 









operation of these vessels is gained,” Mr. 
York stressed. “In the meantime it 
seems prudent and in the best interests 
of both underwriters and tanker owners 
that rates on these newly built and larger 
super tankers should not be compara- 
tively cheaper than those already estab- 
lished under experience rating on the 
existing fleets of smaller tankers oper- 
ating under the same management to 
which they ave to be added. In saying 
this I have in mind the possible failure 
on the part of the underwriter in circu- 
lating his rate to recognize the extent 
to which the particular average exposure 
increases with the increase in physical 
size. 

Particular Average Exposure Higher 

“Irrespective of any differences in 
opinion among underwriters as to un- 
known and unpredictable risk factors, 
stressed in my p2per in 1957, I mus’ as- 
sume that underwriters generally accept 
the fact that as physical size increases 
so does particular average exposure even 
though there may be no adverse change 
in nature, exient of frequency of casu- 
alties giving rise to particular average 
damage. 

“Whereas this basic underwriting fact 
has not been critically important in the 
rating of cargo vessels, as to which eco- 
nomic considerations prescribe fairly re- 
stricted and well defined limitations in 
size, it is a very significant consideration 
in rating tankers now ranging in size up 
to more than six times that of war built 
T-2’s, which you will recall are 503 feet 
in length and 16,350 dead weight tons. 

“As to this class of vessel, therefore, 
we have felt that it is not sufficient 
merely to recognize in a general way 
that increase in physical size creates 
added risk per se in the area of par- 
ticular average claims. Rather we have 
considered it essential to develop and use 
precise indices reflecting this relation- 
ship,” \Mr. York told the Marine Union. 

“Such indices have been used by the 
American Hull Insurance Syndicate for 
some time and the essential purpose of 
this paper is to present and describe our 
specific approach in this matter so that 
comparison and evaluation may be made 
with similar technical guides which may 
have been developed by other markets. 
It is probably not essential to state that 
these indices are used simply at a tech- 
nical tool in making the initial evaluation 
of the extent to which particular average 
exposure is enhanced solely because of 
increase in physical size. 

“After applying this ‘yardstick’ it is 
then necessary to proceed with the an- 
alysis and study of the many other 
underwriting considerations which come 
into play in arriving at the rate finally 
quoted. Perhaps I would not be out of 
place in adding that not the least of these 
‘other underwriting considerations’ is the 
constant pressure of hard hitting com- 
petition ot other underwriters for Amer- 
ican business. 

“Finally, I should like to make the ob- 
servation that in our market these indices 
have been helpful not only in establishing 
the initial evaluation to which reference 
has been made but also in demonstrat- 
ing to assureds and their brokers the 
extent and validity of need for in- 
creased premium solely to cover en- 
hanced unit particular average exposure 
on the larger tank vessels. 


Size of Tankers and Costs of Repairs 


“There is a ‘Schedule of Factors to 
Note Relationship ‘Between Size of Tank- 
er Vessels and Cost of Repairs.’ This 
schedule was initially prepared by the 
United States Salvage Association for 
the American Hull Insurance Syndicate 
in September, 1955, and since then new 
and larger tank vessel data has been 
added from time to time to keep it up 
to date. 

“By reason of their large number and 
widespread use, the T-2 Tanker is used 
as a base for the cost comparison and is 
give an index factor of 1.0 as to each 
of the seventeen individual items of re- 
pair and for the aggregate of all seven- 
teen items combined. 

“For Tanker E of 68,000 dead weight 
tons the factor for the first item of re- 
pair cost, namely, drydocking, is 3.6, 
indicating that the cost of dry-docking 
a vessel of this size is 3.66 times that of 





Auto Claims Assn. to 
Hear Bendet Sep: § 


The Automobile Claims Association 
New York will hold its first din 
meeting on Tuesday, September D 
5:30 p.m. at DePalma’s Restaurant, Ene 0 
will be the first regular evening m, Tae 
ing of the association which has herey a 
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fore met at the noon hour, excep, J wenn 
annual banquets. . io 
Sol Bendet, principal examiner, ¢, a 
plaint Bureau, New York State Ths cd 
ance Department, will speak on ope” o 
tions of the bureau. President Mariy “ah 
Cacace, American Plan Corporation rad | 
preside at the dinner. Fi 
vers 


dry-docking a T-2 Tanker. For aj 
items combined, the cost is 272 tin 
that of the T-2 Tanker. 7 

“Since in the preparation of this sch 
ule of comparative costs no considera 
is given to variations in experience 
ture of extent of damage to be expec 
for increase in vessel size, this are, 
inquiry must be given separate exply 
tion. In this connection, may | ay 
suggest the wisdom of treating yj 
proper respect the unknown ‘pioneeriy 
risks of these new and enormous str 
tures, bearing in mind also the impor 
place which this class of tonnage , 
occupy in the total book of business. 

“Evidence of such importance js py 

ae Wed a 
sented by recently published figugt™. 
which show that of the total tanker ty 
nage under construction and contrac 
for at July 1, 1959, numbering 634 vessel 
272 or 42% are in the size range of 4p\j 
dead weight tons or larger whereas of) 
57 or 9% are in the size range uné 
19,000 dead weight tons. 

“The same general approach is follows 
in the initial rate evaluation for lan 
ore carriers and ore-tank vessels but he 
we have felt more secure in using ¢ 
sign cubic rather than dead weight tm 
nage as the common denominator of siz 
In conclusion I would like to say that 
am indebted to Clifford G. Cornyd 
chairman of the American Hull Insurangf ‘Anot! 
Syndicate, for the development of thiBections 
article.” pproacl 

Kratovil on Builders’ Risk Form fontaine 

The new American Institute Builderfinits a re 
Risk Form—January 1, 1959 is “momhapital f 
comprehensive in coverage than amined, 
previously used in the American marki§ “Unde: 
thus meeting more fully the insurant{pproact 
needs of the American shipbuilding itfreated ; 
dustry than did the older forms,” Emil nd sury 
Kratovil of New York told the conte 
ence of the International Union of \ 
rine Insurance meeting in London tii 
week. 

Mr. Kratovil, first vice president of th 
American Institute of Marine Unde 
writers and president of Carpinter a 
Baker, pointed out that there were! 
shipyards in the United States handliq 
the construction of 67 vessels as of Jul 
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“Each yard has different characte’ 
istics,” Mr. Kratovil said. “From 
underwriting point of view, each one pr 
sents a, different problem because of! 
individual characteristics and hazards” 

He went on to describe the metho 
used in surveying and assessing the ris 
at each shipyard, and pointed out th 
underwriters and their inspectors ollt 
make recommendations for improvemet 
which result in greater safety and low 
insurance cost to the shipbuilder. 

U. S. Shipyards Cooperative 

“The shipyards of the United Stat 





eeting 








olders’ 


















ration 


















have been very cooperative in complyiig@ polic 
with any reasonable recommendatioifiwhereas 
inade by the builders risk underwritesBwould b 
Mr. Kratovil said, “with the result tht “Irres 





good number of yards are entitled tot 
minimum fire rate and many others ha"tormer 
improved their gradings. 

“The new builder’s risk form cove 













the shipbuilder or shipowner, or, both tenance 
the extent of their respective insuring t+ 
interest, from time of keel-laying "Ebtecteq 





final delivery, whether at the yatt “Btrength 
Mi 





elsewhere, against all risks of phys 
loss or damage to the vessel under 0! 
struction and for all third party la 
bilities, including loss of life and pt 
sonal injury, with a few exceptions, Wi" 
are usually written under separate cove 
(Continued on Page 31) 







“Th e 
















0 the | 
panies e: 


ontaine 
ore ent 
ther se 
hat whe 
ions 31, 
of multi 






hinimun 





hereafte 
burplus | 
apital 
‘Tn co 
we woul 





ompani 
glass an 
ompany 








Apparent 





mum ¢z 
or com; 














mented | 
Rections 
ton 79, 
ital inve 















er 18, 19h rember 18, 1959 


THE EASTERN 
UNDERWRITER 
















Page 27 





P Multiple Line Hearing 


Sept. J (Continued from Page 20) 
SSOCIation | ; 
Hirst  dingmpanies would write the same lines 
ember 2 & pusiness. This difference arises by 
‘aurant, Wwe of the fact that when a fire and 
VETING medline company takes on casualty 
1 has here wers each casualty line is treated as 
> €xCept i additional line of business and the 
ysions of Section 311 which permit 








































miner, Cq eduction of the minimum capital re- 
State Ins iced of $50,000 with a corresponding 
Kk On. ope jyction in the initial paid-in surplus 
ont Mario - additional lines becomes applicable. 


oration, WH the converse is not true when a cas- 
ity company takes on fire and marine 
wers inasmuch as Section 311 does 
For alj Mit authorize the fire and marine powers 
S 2.72 ting, pe considered as additional lines of 
: wsiness. The differential of $75,000 ex- 
t this sch; irrespective of the number of lines 
‘Onsiderati@&: husiness taken on. In other words, 
erience, mh. differential is constant. : 
be expec “The foregoing applies on organiza- 
this are in of companies. When a casualty 
ate explo, pany or a fire and marine company 


lay 1 agi eady in existence wants to write mul- 
eating Wilke lines, it is treated under the statute 

Ploneerigt newly organized company insofar as 
MOUs stryke 


. ®. financial requirements are concerned. 
1e importa : 
Should be Treated Alike 


onnage \ 
uSINEss. Btn our opinion a casualty company 
ne rhe ai a fire and marine company both 
tankan riting the same lines are in the same 
| comma osition and should be treated alike, 
634 vied + Bohlinger stated. : 
ge of my ‘We suggest. that your committee may 
heres od ant to consider treating both alike. 
ange unigtis could be done by amending Section 
Il to provide that a casualty company 
1 is folloytich wants to write fire and marine in- 
n for langgurance would be required to have a 
els but hegpuplus to policyholders equal to the 
hinmum capital and minimum surplus 
eqiired on organization by Section 311 
nd Section 341 for the kinds of insur- 
nce which it is authorized to do, less 
he sum of $75,000. 
“Another approach might be to merge 
ections 311 and 341. Under the latter 
pproach, the principle of the provision 
k Form Bontained in Section 311-1 (f), which per- 
te Buildefnits a reduction of the reduced minimum 
) is “mogfapital for additional lines, could be re- 
than aq nined. 
‘an mark “Under either of the aforementioned 
> Insurangpproaches all companies would be 
vuilding iffreated alike insofar as minimum capital 
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‘, Emil Bnd surplus requirements are concerned. 
he coniey 

ion of My Policyholders’ Surplus 
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ondon tif The need for uniformity with respect 
0 the financial requirements of com- 
panies engaged in the same lines of busi- 
ess is pointed up by other provisions 
ontained in the Insurance Law. Be- 
ore entering upon a discussion of these 
ther sections, it should be pointed out 
hat when the legislature amended Sec- 
character ons S11 and 341 to permit the writing 
“From multiple lines it provided that after 
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sh one pt eeting the initial requirements for 
ause of iguimum capital and minimum policy- 
hazards.” dders’ surplus a company is required 





hereafter to maintain a policyholders’ 
surplus equal in amount to the minimum 
apital prescribed by those sections. 

In construing the statutory language 
we would like to refer again to the illus- 
ration hereinabove set forth of two 
ompanies writing burglary, and theft, 
Blass and fire and marine. The casualty 
ompany would be required to maintain 

policyholders’ surplus of $750,000 
Whereas the fire and marine company 
would be required to maintain $700,000. 

Irrespective of these distinctions, it is 
apparent that in departing from the 
omer requirement of maintaining min- 
mum capital as the financial standard 
%t companies and requiring the main- 
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oth, t r . =e 
ge g‘tance of a designated minimum sur- 
ying unl ol to policyholders, the legislature 
> yard d oa a new standard of financial 
ec mptength, 
f physic 
be a Minimum Capital Investments 
ar’ im % e 
Pande The new standard has been imple- 





rented through the amendment of some 
Sections of the law. For example, Sec- 
i 79, which provides for minimum cap- 
investments, has been amended to 
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require that a company shall maintain 
minimum Capital investments in an 
amount equal in value to the minimum 
capital by law or the minimum surplus 
to policyholders required to be main- 
tained by law, whichever amount is 
greater. 

“Advertising to the illustration used, 
the casualty company would be required 
to maintain minimum capital investments 
in the sum of $750,000 while the fire and 
marine company would be required to 
have investments amounting to $700,000. 

“If your committee should desire to 
recommend amendments along the lines 
which we have suggested with respect to 


She e/ lew 


110 WILLIAM STREET BUILDING 





























CRUM & FORSTER GROUP 








financial requirements on organization, 
the apparent inequity would be removed 
from Section 79 and no change would 
be necessary in that section. 

“In reference to Section 79 we have 
alluded to a section in which the legis- 
lature indicated an intent to harmonize 
statutory provisions with the financial 
standards set up for the writing of mul- 
tiple line business. We now turn to 
sections where your committeemay well 
give attention to bringing them in har- 
mony with these standards. 


Removing Capital Impairment 


“An example is Section 94 of the In- 
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of Insurance Companies 


SOUND, DEPENDABLE INSURANCE 





surance Law. That section provides that 
whenever the superintendent finds an 
impairment of capital of a domestic com- 
pany, it shall issue a written requisition 
to the company to eliminate the impair- 
ment. The section provides further that 
if the impairment is equal to or more 
than 25% of the company’s outstanding 
capital stock or is such that the company 
does not have the minimum capital re- 
quired under the law, and if the impair- 
ment is not made good within the period 
designated therefor by the superintend- 
ent, the superintendent may proceed 
under the provisions of Article XVI of 
(Continued on Page 29) 
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Gets Gold Medal Award 
Of General Brokers’ Assn. 





HOLGAR J. JOHNSON 


Holgar J. Johnson, president of the 
Institute of Life Insurance, has been 
selected as 1959 winner of the Gold Medal 
Award of the General Insurance Brokers’ 
Association of New York, for rendering 
“The Most Meritorious Service to the 
Insurance Industry” in the year, Cor- 
nelius ‘W. Harriman, Jr., president of the 
brokers’ association announces. 

Presentation of the award will take 
place at the 34th annual dinner of the 
association, to be held at the Statler- 
Hilton in New York, Tuesday evening. 
October 27. James B. Donovan of Wat- 
ters and Donovan, New York and Wash- 
ington law ‘firm, and last year’s winner 
of the award, will be toastmaster at this 
dinner, it is announced by \Russell Witt- 
penn, general chairman of the dinner 
committee. 

The award was made by a committee of 
past Gold Medal Award winners, headed 
by J. Victor Herd, chairman of the 
boards and president of the America 
Fore Loyalty Group. 


Mr. Johnson, this year’s winner, has 
been president of the Institute of Life 
Insurance since its start in 1939 and 


under his leadership the Institute has 
become accepted throughout the country 
as the authoritative and central source 
of -information on- the life insurance busi- 
ness and the two-way interpreter of the 
business to the public and of the public 
to the business. In 1947 Mr. Johnson was 
awarded the John Newton Russell Mem- 
orial Award for outstanding service to 
the institution of life insurance, by the 


National Association of Life Under- 
writers. 

Mr. Johnson’s entire business career 
has been with the life insurance business, 
starting as an agent immediately upon 
graduation from college. He later had 
home office experience and then be- 
came a leading general agent and in 1938 
was elected president of the National 
Association of Life Underwriters, be- 
coming Institute president in 1939. 

Now president of the 1U.S.O., ‘Mr. John- 
son has had many years of active leader- 
ship in the YMCA. He has been a trus- 
tee of the University of Pittsburgh and 
president of Greenwich Academy. He is 
a member of the board of ACTION, the 
American Council to Improve Our Neigh- 
borhoods. In 1954, he received from 
King Gustav of Sweden the Royal Order 
of Vasa Knighthood, First Class, in rec- 
ognition of his “fine contributions in 
strengthening the frendly relations be- 
tween the United States and Sweden.” 
He holds the honorary degree of ‘Doctor 
of Laws from the University of Pitts- 
burgh and from Bethany College. 





N. Y. Agents’ Program 
For Regional Meetings 


Robert B. Douglass of Potsdam, execu- 
tive vice president of the New York 
State Association of Insurance Agents, 
has announced that details of the 10 up- 
state regional meetings of the association 
which will start October 6 have been 
practically completed. Each meeting will 
start with a luncheon to be followed by 
a legislator who will discuss the role of 
the insurance agent in legislation. 

The list of legislators include Senators 
Hatfield, McEwan, Wise and Jerry and 
Assemblymen Quigley, Manley, Bartlett 
and Calli. 

The meetings then will break up into 
two groups with the office personnel 
separating from the office principals. The 
principals will discuss the legislative pro- 
gram of the association and the con- 
tinuing advertising program and get into 
excess and surplus lines and a discus- 
sion of the agent’s position in relation to 
the serious highway accident problem. 

The meeting will then again combine 
and an information panel will take on 
all comers with questions for the Motor 
Vehicle Bureau, the Insurance Depart- 
ment, the claims end of the business and 
the association itself. 


Speakers will include Ray Muth, 
treasurer of the association; Arthur 
Schwab, legislative representative ; Wil- 


liam Brewster, special assistant to the 
general manager for public relations of 
the National Bureau of Casualty Under- 
writers and it is expected that Richard 
Barrell will represent the Motor Vehicle 
Bureau and Jack Joyce the Insurance De- 
partment with Irving Schwab the Gen- 
eral Adjustment Bureau and Arthur 
Blum, president of the association taking 
on the questions in the information panel. 





































NEW YORK WOMEN TO MEET 


Federation of Women’s Clubs to Hold 
Mid-Year Session at Glens Falls 
October 16-17; Program Given 
The 17th mid-year meeting of the 
Federation of New York Insurance 
Women’s Clubs will be held October 
16-17 at the Schine Queensbury Hotel, 
Glens Falls, N. Y., the hostess clubs 
being the Insurance Women of Glens 
Falls and Insurance Women of Saratoga 

County. 

The program will include an executive 
board meeting on Friday at 4 p.m. to be 
attended by officers, board members and 
committee chairmen and an_ informal 
get-together at 8 p.m. The Saturday 
program will include morning and after- 
noon sessions, luncheon at noon; dinner 
and entertainment at 6:30 p.m. 

The Federation officers for 1959-1960 
are as follows: President, Mrs. M. Lou- 
ise Weiss, Schenectady; vice president, 
Mrs. Louise Merna, Auburn; recording 
secretary, Miss Catherine Polimeni, 
Syracuse; corresponding secretary, Mrs. 
Anne R. Gayes, Schenectady; treasurer, 
Mrs. Marie Cady, Gloversville; historian, 
Mrs. Rose M. Kessler, Albany; parlia- 
mentarian, Miss Luella Goodridge, New 
York, and alternate parliamentarian, 
Mrs. Lillian Lobdell, Rochester. 








Marshall Gets Plaque for 25 
Years With the Continental 


A group of officers and employes of 
the America Fore Group, headed by 
Secretary V. Kurbyweit, entertained key 
personnel of A. W. Marshall & Co. of 
Newark, N. J., on September 2. 

A luncheon was given in commemora- 
tion of this agency’s representation of 
The Continental Insurance Co. as gen- 
eral agent's for 25 vears. 

A. W. Marshall, head of the firm, in 
accepting a plaque marking the occa- 
sion, brought out that his family thad 
been associatel with the America Fore 
Group for four generations, dating back 
to 1890. 





Whitehill Names O’Hagan, 


Lane Asst. Managers 


Whitehill Agency, Inc., New, York 
City, announces that Charles O’Hagan 
has been appointed assistant manager of 
the fire department and Edward Lane 
assistant manager of the casualty depart- 
ment. j 





Muth N. Y. Ad Director 


Ray Muth of Newark, treasurer of the 
New York State Association of Insur- 
ance Agents, has been appointed director 
of the advertising campaign for the state 
association for 1960. 


Stake & Co. at 15 Dutch 


William Stake & Co., Inc., general in- 
surance brokers, has leased the entire 
sixth floor in the new downtown insur- 
ance district structure just completed by 
Ivor B. Clark and Erwin S. Wolfson at 
15 Dutch Street. The long term agree- 
ment was negotiated by Wolcott G. Ely, 
vice president of Horace S. Ely & Co. 
agent for the new building. Tihe 100- 
year- old brokerage firm, writing ocean 
marine insurance, will relocate its offices 
to the new Dutch Street building from 
135 William Street. 
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Frank B. Hall Dies > ix: 
Frank Bruen Hall, prominent \ hin 
York insurance broker with ‘Despard & o, | 
Co., died Monday at the French Hof writ 
pital at the age of 62 years. Mr. Hm “R 
quir 


studied at Columbia and Heidelberg lw 


versities. He saw action in France du ul 
ing ‘World War I and later served ay 
United States vice consul at Lyoif quir 
France. $730 

He worked at Lloyd’s of London ij °™ 
three years before returning to ti we 
country to join Frank '!B. Hall & Co,: pani 


insurance firm founded by his father. Hf? for 


remained with the firm for 25 years, lf lines 
coming associated with Despard & Co.! laid 
a the 
1950. j 
Mr. Hall’s clubs included India Houf} mm 


and the Stock Exchange Luncheon! 
this city, the Shinnecock Hills Golf 
Southampton, L. 'L., and the Water M! ‘\ 
Beach in Water Mill. He is survived 
his widow, Sue; a son, Frank B. Hall 
of Buenos ‘Alves: a daughter, Mrs. Dia 
Boyd of Waynesville, N.°C.; a. sist 
Jeanne A. Hall; ‘a stepdaughter, Ms 
Mary Ellin Feldman, and his stepmothe 
Mrs. Winifred Pillsbury Hall: 22°. 
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Multiple Line Hearing 


(Continued from Page 27) 





Digby ae 
4-8429 @ the Insurance Law (Liquidation Article). 
“This section refers to failure to have 
oO YORE the minimum capital required under the 
OY Insurance Law. As the section now 
Br sands, the former standard of financial 
Servic strength applies rather than the new 
standard created by the legislature, 
amely, minimum surplus to policyhold- 
E—OR Lesd ers for the writing of multiple line busi- 

s. 

3 ENCY, y rh would appear that in the interest 
York 14, of maintaining consistent financial stand- 


ards, the provisions of Section 94 should 
be amended. If your committee should 
decide to recommend an amendment, we 
suggest that the inequities between cas- 
yalty companies and fire and marine 
companies should be borne in mind. 
“Other sections of the Insurance Law 
which involve the point of reconcilation 
of the present provisions of the law with 
the principle of maintaining minimum 
surplus to policyholders are Section 
§8-1(a) (issuance of non-assessable pol- 
ices by mutual insurance companies) ; 
Section 86 (acquisition of stock of other 
insurance companies); Section 347-2 
(maintenance of minimum trusteed sur- 
plus by alien fire insurance companies) ; 
Section 349-3 (financial requirements on 
organization of mutual marine insurance 
companies); Section 411-7 (writing of 
multiple line business by reciprocal in- 
sarers); Section 493 (minimum capital 
and minimum surplus requirements on 
emsolidation cf stock or mutual com- 
panies). 


» Agents Ass'n 





Alien Insurers 





“An alien insurer which transacts busi- 
ness in the United States, is licensed to 


YORK 9% do so through the establishment of a 
) United States branch. Section 311(2) of 

the Insurance Law provides that an alien 
s for casualty or surety insurer must have a 


iry trusteed surplus at least equal in amount 
to 150% of the minimum capital re- 
quired for the kind or kinds of business 
which it writes. 
“The provision with respect to an alien 
fire, marine or fire and marine company 
is contained in Section 341 (4). By the 
latter section, the trusteed surplus is 
| required to be least equal to 200% of the 


Dies 








minent \\ Aa . . : 
minimum capital required for the kind 

1 Despard & or kinds of business which a company 

French Ha? writes. ; 

‘s. Mr. Hi “Referring to the minimum capital re- 

delberg Us quired in order to write multiple line 

Franceal business as set forth in Sections 311 and 
41, namely $500,000, it will be seen that 

er served an alien casualty company would be re- 

| at Lyoif quired to have a trusteed surplus of 
$750,000 whereas an alien fire and marine 

London ff@ ©°Mpany would have to have a trusteed 

oe: le surplus of $1,000,000. 

8 to" ‘Unlike the situati 

I & Cot situation of domestic com- 

"'f Panies where the requirements laid down 

is father. fi lor casualty companies writing multiple 

25 years, bi lines are more onerous than are those 

ard & Co. laid down for fire and marine companies, 

: the situation with respect to alien com- 
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panies is the reverse. 

“Here, the fire and marine company 
has the greater burden. We have here- 
tofore suggested that uniform treatment 
be accorded domestic companies. ‘We 
repeat that suggestion here for alien 
companies and would recommend that 
Section 341(4) be amended so that as 
to an alien fire or marine or fire and 
marine insurer, it be required to have 
a trusteed surplus at least equal to 150% 
rather than 200% of the minimum cap- 
ital required for the kind or kinds of 
business which it is licensed to write,” 
said Mr. Bohlinger. 


Periodical Examinations 
“We turn now to Section 28 of the 
Insurance Law which sets forth a re- 
quirement for the periodical examina- 
tion of companies. That section provides, 
in substance, that every domestic cas- 
ualty company shall be examined by the 
Superintendent at least once in every 
three years and every domestic fire or 
marine or fire and marine insurance 
company shall be examined at least once 
in every five years. The section is silent 
with respect to the frequency of ex- 
amination of a company which writes 

both fire and casualty business. 


“Prior to the advent of multiple line 
underwriting, casualty companies were 
subject to regular examination every 
three years and fire, marine and fire and 
marine companies were examined every 
five years. The scheduling of regular 
examinations at the minimal periods has 
been due primarily to two factors. The 
personnel available has not been ade- 
quate to schedule examinations more fre- 
quently than the minimum period man- 
dated by the statute. 

“Furthermore, the expense of an ex- 
amination is borne by the company 
under examination and the cost is quite 
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substantial. This is not to say that com- 
panies have not been examined more 
frequently than the minimum time man- 
dated by statute. Between regular ex- 
aminations the Audit Bureau and the 
Property Bureau of the Insurance De- 
partment keep a check through care- 
ful examination of reports of opera- 
tions of companies required to be filed 
with the Department. Where such check 
a need therefor, the Depart- 
between the 


indicates 
ment makes 
regular examinations. 


examinations 


Three or Five Year Examinations 

“With respect to regular examinations 
and in the absence of any provision in 
Section 28 as to a minimum period for 
the examination of multiple line com- 
panies, the Department has been in 
somewhat of a dilemma. Should it make 
regular examinations every three years 
thus treating multiple line companies as 
casualty insurers or should it examine 
every five years as though the com- 
panies were fire insurers ? 

“Despite the heavy work load and the 
financial burden placed upon the com- 
panies, the Department has treated mul- 
tiple line companies as casualty insurers 
for purposes of periodic examination 
Can it be that when a fire com- 
pany takes on casualty lines it becomes 
a casualty company for the purpose of 
examination? We think not. 

“Since the law has traditionally con- 
tained a minimum period for the ex- 
amination of companies, we think Sec- 
tion 28 should continue to give recogni- 
tion to this principle and that a minimum 
period should be fixed for the examina- 
tion of multiple line companies. We 
suggest that your committee could properly 
recommend that. the miniinum period for 
examination of multiple line companies 
be fixed at five years. 


said 


“This would not deprive the Depart- 
ment of its right to examine more fre 
quently and would be consistent with 
the traditional method of administering 
the section under which the Department 
examines more often than the minimum 
period where intermediate examination 
is indicated by reason of the company’s 
financial condition. 

“Such a provision would be admin 
istratively feasible from the standpoint 
of available personnel and would re 
lieve companies of the financial burden 
attendant upon the present practice of 
tri-ennially examining multiple line com- 
panies. 

Dividends to Stockholders 
313 of 


prescribes the 
ment of cash dividends to stockholders 
of casualty and surety companies. It 
specifies that dividends may be paid only 
out of earned surplus. Earned surplus 
is defined for the purpose of the section 
as surplus other than that attributable 
to contributions made to surplus within 
the preceding five years or to apprecia- 


Insurance Law 
for the pay 


the 
conditions 


“Section 


tion in the value of investments not 
sold or otherwise disposed of. 
“Section 343 which applies to cash 


dividends for fire, marine and fire and 
marine companies provides that they 
may not be paid except out of divisible 
surplus. For the purpose of the section, 
divisible surplus is defined as the ad- 
mitted assets less the aggregate of the 
unearned premium liability, loss reserves 
liability, miscellaneous accrued _liabil- 
ities and outstanding capital stock. 

“Under these sections, a casualty com 
pany may not pay cash dividends out 
of surplus contributed within five years 
nor out of paper profits on investments 
whereas a fire company may do so. The 
statute is silent insofar as a multiple line 
company is concerned thereby posing 
the question as to which rule is to ap- 
ply. 

“It is our understanding that in the 
administration of the law a casualty 
company which takes on fire powers has 
been required to meet the provisions of 
Section 313 whereas the more liberal 
provisions of Section 341 have been ap- 
plied to a fire company which has under- 
taken casualty lines even though in a 


like situation both companies are writing 
the same lines The inequity of this 
situation is apparent. If it is not con- 
sidered to be hazardous for a fire com- 
pany which writes multiple lines to be 
accorded the privileges contained in Sec- 
tion 343, it would seem to us logical to 
accord the same treatment to a casualty 
company which writes multiple lines. 
“We therefore suggest that Section 
313 be amended so that the provisions 
of Section 343 with respect to the pay- 
ment of cash dividends be made applli- 
cable to casualty companies. If your 
committee should prefer to retain the 


difference as to companies writing only 


























casualty business or fire business, then 
we suggest that both sections be 
amended so that as to companies writing 
multiple line business the present pro- 
visions applicable to fire companies be 
made to apply to all multiple line com- 
panies. 

“A third approach might be a merger 
of the two sections. In any event, we 
think that consistency demands that 
multiple line companies be treated alike.” 

Both Sen. Greenberg and Mr. Wikler 
indicated the public interest would be 
served better if three year examinations 
were made compulsory for all companies 
despite Mr. Bohlinger’s statement that 








release. 


under a five year period the New Yo 
Insurance Department thas the right , 
investigate a company’s financial affa, 
at any time it feels such is neceggg 





GAB CHANGE IN N.C. 

C. J. Spivey has been appointed brang 
manager for General Adjustment Bureg, 
at Lenoir, N. C. succeeding H. A. Doh. 
bin who has resigned to enter the local 
agency business. Mr. Spivey was a senjo, 
adjuster at Greensboro for several year, 
and, more recently, served as field ex. 
aminer in North Carolina and Virginj, 
He is a native of Kings Mountain, N ¢ 
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poviding insurance for the envisioned 
ilities of nuclear-powered ships for 
ear damage will not be simple, 
age Inselman told the conference of 
.International Union of Marine In- 
mance meeting in London this week. 

ir, Inselman, second vice president 
tthe American Institute of Marine 
serwriters and president of Marine 
jee of America, in New York, said 
problems of providing such insur- 
he in adequate amounts would go far 
ond any combination of hull pro- 
“on and indemnity insurance hereto- 
eknown in the marine field. 

the American Institute, Mr. Insel- 
n said, had already told the U. S. 
vernment “that in its opinion ‘hull 
wrance, Without exclusion of liability 
nuclear damage and including cov- 
we of the vessel for damage resulting 
mm nuclear causes, can be provided 
sonormal American capacity of some- 
ing in excess of $10,000,000,” subject 
ssitable clauses. 

Vr. Inselman made it clear that ma- 
he underwriters could not make final 
ins for the insurance of nuclear- 
wered vessels until they knew what 
miirements were adopted by interna- 
ml convention. Such a convention, 
in draft form, will be considered 
ismonth by the Comite Maritime In- 
mationale, during its plenary session 
Rijeka, Yugoslavia. 


























Prime Essential for Treaty 






The prime essentials for such a treaty, 
tInselman said, must include: 
{Adequate and acceptable provisions 
liability and for the payment of 
mges in the event of a major dis- 
te. 

Protection for builder, 
Wd all suppliers, without 
is will not be built. 
Adequate protection to the owner 
operator at bearable cost. 

‘American underwriters have followed 
¢progress of that project with great 
rest,” Mr. Inselman stated. “It is 
Werstood that the provisions of the 
ment draft include the following fea- 
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irs 








designer, 
which the 



















Features in Current Draft 


|. Absolute and exclusive liability is 
med on the operator of a nuclear 
vered vessel for all nuclear damage 
tating from its reactor, nuclear fuel, 
radioactive wastes. 

‘ty this formula the builder, designer, 
ilies, repairmen, etc. are protected 
t any liability on their part for 
tar damage is excluded. Even third 
fis, such as the owner of a non- 
tear ship which collides with the 
tar ship, are similarly protected. 
2 The operator is to be required to 
ty msurance (or to supply other 
nial security) to cover his liability 
© the maximum amount of com- 
tial insurance available, ‘of such type 
‘m such terms as the licensing state 
#! specify,’ 

The determination of the amount of 
“insurance available, as well as its 
Mand terms, poses serious questions 
Finderwriters, to whom governments 
‘indoubtedly look for guidance. The 
“itt may vary with nationality, type 
‘onstruction of ships, and with the 
‘imstances of ownership and opera- 
“itmay increase or decrease in the 
leas experience is accumulated. Per- 
“00 one can make even a good guess 
“underwriters are confronted with 









selman Discusses Insurance For 


New Nuclear Powered Vessels 


GEORGE INSELMAN 


a specific proposal on a specific vessel 
on specified term,” Mr. Inselman ob- 
served. 

“3. There will be a limitation of li- 
ability which will not be conditioned on 
lack of privity of knowledge, or any 
other circumstances, the amount of 
which is yet to be determined. 


Maximum Available Insurance 


“The maximum available insurance in 
the world market will probably be in- 
sufficient as a measure of available in- 
demnity to make a nuclear vessel an ac- 
ceptable risk in the ports of the world. 
A, guesstimate, of world capacity for such 
insurance of £5.000,000., or $14,000,000., 
has been ventured. This compares with 
insurance requirements in the OEEC 
convention of $15,000,000., reducible by 
individual governments to  $5,000,000., 





which have been severely criticised as 
entirely too low. A draft Euratom con- 
vention would place the limitation of 
liability at $100,000,000., the excess to be 
in the form of a government indemnity. 

“The important consideration as to 
amount is not what shipowners or gov- 
ernments would willingly provide, but 
what limitation of liability, accompanied 
by satisfactory security for payment, 
will make the nuclear ship acceptable in 
the ports of the world for under cur- 
rent conditions it will not be feasible 
to send a nuclear ship to the ports of 
any country which does not accept the 
convention. 

“The draftors of the present treaty 
have recognized that a substantial gov- 
ernment indemnity above available in- 
surance must be provided, the amount 
of which it is the responsibility of gov- 
ernments to determine, always with the 
qualification that the aggregate of pro- 
tection against nuclear damage must be 
adequate to make the nuclear ship ac- 
ceptable. 

“The problems of providing insurance 
for the envisioned liabilities of nuclear 
ships for nuclear damage, going far be- 
yond any combination of hull and P. & 
I. insurance heretofore known, in ade- 
quate amounts, and according to an ap- 
propriate plan, will not be simple. It is 
difficult to consider the problems in- 
volved until the world-wide scheme of 
liabilities and the limitation thereof has 
become fixed. However, I might say on 
behalf of underwriters in my country 
that they will face the problems of the 
insurance of nuclear propelled ships, no 
less constructively than their brethren 
in other countries, and that they have 
every confidence that these and other 
problems of the future, will be satis- 
factorily met and solved.” 


Kratovil Talk 


(Continued from Page 26) 





such as strikes, riots and civil commo- 
tions, war risks, delay, and liabilitv to 
employes,’ Mr. Kratovil stated. 

“The new form contains a complete ex- 
clusion of nuclear-risks. In regard to this 
limitation, however, a special nucleonics 
committee of the institute has had under 
consideration the entire problem of nu- 
clear energy and its attendant hazards 
as they may relate to hulls, cargo, P & I. 
and builder’s risks—and the extent to 
which coverage may be afforded will be 
determined subsequently. 

“Other than the ‘all risks’ cover and 
the scope of the liabilities embraced by 
the [Form, it might be of interest that 
temporary staging and scaffolding have 
been specifically covered, as well as the 
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pan similar covers: 


Ss cca a i 


from 


wreck 


expense of removal of the 

the assured’s premises. 
“The new form, with minor modifica- 

tions, is suitable and is being ‘used for 


the coverage of vessels during conversion. 
Underwriting Approach 


“Tt may be of interest to again touch 
upon the underwriting approach of the 
American market toward builder’s risks. 
As of June 1, 1959, contracts had been let 
for the building of the following mer- 
chant vessels of over 5,000 gross tons in 
the United States yards. 


Total 

No Gross 

Type Vessels Tons 
Tankers 33 919,050 
Cargo 29 273.800 
3ulk Carriers 2 28,800 
Bulk Ore Carriers 1 14,000 
Seatrain 1 8,300 
Nuclear Powered 1 10,190 
67 1,254,140 


“There are 12 shipyards handling the 
construction of these 67 vessels. Each 
yard has different characteristics; and, 
from an underwriting point of view, 
each one presents a different problem 
because of its individual characteristics 
and hazards,” Mr. Kratovil pointed out. 
“The characteristics are detailed and de- 
scribed and the hazards assessed by fire 
inspectors of a firm which specializes in 
this work. At the same time, they make 
recommendations to improve the risk. 
The rate arrived at for each individual 
yard reflects the grading at the time of 
the inspection. 

“If the recommendations suggested are 
carried out, the rate is reduced to reflect 
the diminution of hazard. In the pro 
forma copy of the grading attached the 
binding rate was based on the original 
grading of 51% out of a possible 100%. 
With all of the recommendations of the 
inspector carried out, the grading would 
be raised to 63% out of a possible 100%. 
This improved grading would be reflected 
in a lowering of the original rate effective 
from the time that all of these recom- 
mendations were carried out. 

“The recommendations are given verb- 
ally to the yard at the time of the inspec- 
tion and are subsequently sent to the 
yard in writing through the broker. If 
some but not all of the recommendations 
are carried out, the grading is amended 
accordingly and credit is likewise re- 
flected in the rate from such time of 
compliance with these recommendations. 

“The shipyards of the United States 
have been very cooperative in complying 
with any reasonable recommendations 
made by the builder’s risk underwriters. 
with the result that a good number of 
yards are entitled to the minimum fire 
rate and many others have improved 
their gradings, thereby entitling them to 
lower rates than originally ‘fixed. 

“As to the proportion of the builder’s 
risk rate allocated to launching, trials 
and miscellaneous risks, these are flat 
charges with little or no variation for 
first class yards; however, claims due to 
side-launching, because of their fre- 
quency and cost, are customarily subject 
to a substantial D/A.” 
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Monte Carlo “Rendez-Vous” Attracted 
614 Insurance Men From 29 Countries 


Prominent U. S. Executives Joined With Foreign Company 
Leaders in Discussing Common Problems; Reinsurance, 
Atomic Risks, Auto Ins. Trends Among Subjects 


By Wituram F. Deraney, Jr. 
President, Delaney Offices Ltd., Ncw York 


Over 600 men from 29 countries in- 
cluding United States, representing in- 
surance companies, reinsurance carriers 
and reinsurance brokers, held an un- 
usual meeting September 7-11 at Monte 
Carlo, Monaco. Entirely informal in 
character, this annual gathering has be- 
come increasingly popular as it provides 
a “rendez-vous” for insurers, reinsurers 
and brokers who desire to discuss and 
adjust their common problems. There is, 
in fact, a tendency now to date reinsur- 
ance contracts so that the question of 
their renewal comes up for consideration 
in September. 

“Le Rendez-Vous de 
the Monte Carlo meeting is called abroad, 
It is unusual in 


Septembre” as 


is now in its third year. 
the sense that no fixed sessions are held 
nor are opening or closing addresses de- 
livered. However, for the first time since 
its inception several papers were de- 
livered as they were deemed to be of 
general interest to the European market 
as a whole. 
Andre Roux Originated Idea 


Andre Roux, president of the Com- 
pagnie d’Assurances Generales Contre les 
Accidents of Paris, France, originated 
the idea for this gathering in 1956 with 
the aid of a committee composed of lead- 
ing insurance men from many European 
countries. They included Dr. Walter 
Bittner of Anglo - Elementar - Versiche- 
rungs Aktiengesellschaft, Austria; 
Georges Martin of La Royale Belge, Bel- 
gium; L. Koefoed of Aktieselskabet Nor- 
disk Gjenforsikrings Selskab, Denmark; 
C. C. Calburn of The Mercantile & Gen- 
eral Reinsurance Co., Ltd., England. 

Also W. Labes of Kolnische Ruckver- 
sicherung Gesellschaft, Geimany; F.C. 
D.M. Rauwenhoff of ‘Universeele (Com- 
pagnie de Reassurance S.A.), Holland; 
Prof. Dr. Riero Sacerdoti of Riunione 
Adriatica di Sicurta, Italy; Prof. Bruno 
de Mori of Union Italiana di Riassicura- 
zione, Italy; M. Hannson of Storebrank 
Insurance Co.. Ltd., Norway; Visconde 
de Bothelo of Gremio Portugues, Portu- 
gal; M. Hermida of Union y El Fenix 
Espanol, Spain; M. Kalderen of Skandia 
Freja S.A. de. Reassurances, Sweden, and 
Dr. H. Grieshaber of Union Societe de 
Reassurances, Switzerland. 

Representatives attended the Monte 
Carlo “rendez-vous” from United States, 
Canada, Europe, Russia, Chile, Uruguay, 


India, Bahamas, Morocco, the Philip- 
pines, Finland, Hungary, Poland and 
Iran. 


U. S. Representation 


As chairman of the board of the Amer- 
ican Foreign Insurance Association, 
Kenneth E. Black, president of the Home 
Insurance Co., attended with James O. 
Nichols, president of the AFIA. This 
world-wide organization was also repre- 
sented by T. B. Brown, vice president 


and Alain d’Arthuys, manager for France. 
The Insurance Co. of North America 
sent John A. Diemand, Jr., vice president, 


W. E. Taylor, secretary, M. R. Knorr 
and Commander A. Federici. 

James S. Kemper, chairman of the 
Kemper Insurance Group, came over on 
the “S.S. Constitution” with Peter Van 
Cleave of that Group. Unfortunately 
Mr. Kemper fractured three verterbrae 
in a fall on the ship, which sent him to 
the Monaco General Hospital instead of 
to the Hotel de Paris where the meeting 
was held. 

American Equity Group of Miami, Fla. 
was represented by its chairman, Joseph 
Weintraub, while American Reciprocal’s 
Commercial and Industry Insurance Co. 
was represented by Schuyler Merritt, IT, 
president, and Elmer N. Dickenson, vice 
president. 

Other United States representatives, 
all of New York City, included Willian 
F. Delaney, Jr. of Delaney Offices, Inc.; 
Shelby Cullom Davis, insurance shares 
specialist; Leonard J. Silver, American 
Excess Co.; Warren M. Faris of Adams 
& Porter; Frank Lang of Frank Lang & 
Associates, management consultants; F. 
Wylly Clarke, Jr., and H. Alexander 
Stebler, both of U. S. & Foreign Man- 
agement Ltd.; Jerome J. Greilsheimer of 
Greilsheimer & Son, Inc.; C. G. Blakely 
of C. G. Blakely & Co., Dennis iH. Wolf, 
Arnold Herzfeld and Thomas B. Herz- 
feld, all of Bleichroeder, ‘Bing & Co., Inc. 

Individuals attending Monte Carlo 
have found that considerable amount of 
time and money is saved by having one 
annual get-together at a fixed place. This 
is unlike the International Union of 
Marine Insurance annual meeting which 
meets each year in a different country. 

The Hotel de Paris has a large lobby 
which is used as a general meeting place 
for individual appointment. Unlike Amer- 
ican conventions there are no name tags 
or organized parties unless by a par- 
ticular company. One gala dinner for 
the entire group was held at the Sport- 
ing Club d’ Ete, along the banks of the 
bay, at which no speeches were made and 
everyone had a good time. 

The 1960 meeting is scheduled at 
Monte Carlo from September 5-10. Plans 
are now being made for a special plane 
to bring individuals attending this con- 
ference to Washington, \D. C. in time 
for the annual meeting, starting Septem- 
ber 11, of the International Union of 
Marine Insurance if they wish to attend 
both meetings. 


Breakdown of Attendance 


A breakdown of the attendance (614), 
at Monte Carlo gives the following sta- 
tistics: A total of 221 companies were 
represented by 380 people while 133 
brokerage firms were represented by 234 
individuals. France had by far the larg- 
est representation (295) with Italy second 
largest (146); Great Britain third (144), 
followed by Germany (58), Belgium (55) 
and Holland (53). Russia and Hungary 
were represented by two company men 
and Iran by three. There were fewer 
Germans and English in attendance but 
more Swiss (31). 

Representatives from Russia, Poland 
and Hungary were on hand to discuss 

(Continued on Page 36) 


GEORGE T. MERRICK DEAD 





Served Hartford Fire Group Over 45 
Years; Retired as New York V.P. 
on Jan. 1, 1957 
George T. Merrick, former vice presi- 
dent and manager of the Hartford Acci- 





T. MERRICK 


GEORGE 


dent & Indemnity in its New York office, 
passed away September 10. 

Mr. Merrick had retired from active 
service on January 1, 1957, after an out- 
standing career of over 45 years of serv- 
ice with the Hartford organization. He 
entered the employ of the Hartford Fire 
in November, 1910, and in December, 
1913, with the creation of the Hartford 
Accident’s New York Office, became one 
of its original staff. He was elected a 
vice president of the company in 1943. 

Mr. Merrick, who was 71 years old, 
is survived by his widow and two sons. 
He was a member of the Drug & Chem- 
ical Club of New York, the Lawyers 
Club and past commodore of the South 
Shore Yacht Club and member of the 
Shelter Island Yacht Club. He lived in 
Rockville Centre, New York. 

He was active in industry affairs and 
was a past president of the Casualty & 
Surety Club of New York. Funeral was 
held September 14 in Freeport, L. I. 





29.3% Rate Increase in Pa. 
For O. L. & T. Liability Risks 


Revised O. L. & T. bodily injury lia- 
bility insurance rates for classifications 
rated on an area or frontage basis were 
put into effect in Pennsylvania Septem- 
ber 16 by the National Bureau of Cas- 
ualty Underwriters on behalf of its mem- 
ber and subscriber companies. 

The average statewide rate change is 
an increase of 29.3%, 

The classifications affected by this re- 
vision include such important types of 
buildings as stores, hotels, churches, hos- 
pitals, clubs, restaurants, apartments and 
tenements, boarding or rooming houses 
and mercantile and office buildings. 





FIRST SALE NEW AUTO POLICY 


First sale of Standard Accident’s new 
Thrift Auto Policy was made this week 
in St. Louis, Mo. It was made by 
John C. Muckerman, II, agent of Gen- 
eral Insurors, Inc., of that city, to Mar- 
shall M. Harris. Mr. Harris will get 
his liability coverages for about 20% 
less while P. D. insurance will be about 
15% less. 





GIBERSON IN TRAFFIC SAFETY 

Dudley F. Giberson, executive partner 
of The Giberson Insurance Agency, 
Alton, IIl., has been appointed by Mayor 
P. W. Day of that city to head its new 
nine-man traffic safety committee. 


MacKAY GETS ENLARGED DUTIE; 
Assumes Full Senior Executive Resp), 
sibility for Auto and Casualty 
Operations of the Fund 

Vice President James R. MacKay 
the Fireman’s Fund has assumed. jy 
senior executive responsibility fo, 7 
automobile and casualty operations 4 
has been announced by President ne 
F. Crafts. a 

Mr. MacKay has been engaged ;, 
the past year in special nation- 
executive assignments. He will tg, 
over direction of automobile and eff 
ualty operations from Vice Preside, 
Raymond L. Ellis, who will continue 4 
executive supervision and organizat; 
planning for The Fund’s accident a 
sickness operations until his retireme, 
next January 1. 
_ Born in Juneau, Alaska, Mr. Mack 
is a graduate of the University of 
fornia, holds an LL.B. from the Unj 
sity of California School of Law an 
a member of the State Bar Associatic 
of California. é 

His career with The Fund began ; 
1936 at the San Francisco office. Name) 
assistant secretary in 1951, he was ap 
pointed assistant vice president and « 
sistant manager of the Eastern indemniy 
department in 1952 and transferred ;, 
New York. In 1956, he was promote! 
to resident vice president and manage 
of The Fund’s New England departmey; 
a post he held until his election in 19% 
as vice president and re-assignment 
the home office. ; 
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E. V. Roth Chr. of A.B.A’s 
Fid.-Surety Law Committe 


E. Vernon Roth, secretary, Surety 
Association of America, was named 
chairman of the fidelity and surety lay 
committee of American Bar Associa. 
tion’s insurance, negligence and compen. 
sation section at the recent ABA ann 
meeting at Bal Harbour, Fla. 













Jacksonville, Fla. 
Committee vice chairmen designate 
were Gibson Gayle, Houston; Walter W 
Downs, Hartford; Clifford A. Kiracofe§since ar 
Lake Forest, Ill.; Stewart Maurice, Ney greiecte: 
York; J. Harry Cross, Baltimore, anipttes. I 
R. Emmett Kerrigan, New Orleans, eachp™ding ¢ 
of whom will supervise an important a- profit, | 
tivity of the committee. eee 
A broad program is being prepared forp!rent | 
the fidelity and surety law committee fof‘ differ 
the ensuing year which will include disput the 
cussion of subjects relating to the lav The age 
of suretyship and selection of speakers! dining 
for the 1960 annual meeting of the ABAP™U™S 


next summer at Washington, D. C. nually. 
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B. M. Milnamow Joins Excess 
And Treaty Management 


B. M. Milnamow has been appointed 
by Excess and Treaty Management 
Corp., New York, as assistant secretary it 
charge of casualty and bond claims. He 
comes into the organization with a sub- 
stantial background, having formerly 
been eastern department supervisor 0! 
fidelity and surety claims of the Fire 
man’s Fund Group. Prior to that he 
served as manager of casualty and bond F 
claims in New York, San Francisco and 
Indianapolis for National Surety Corp. ff 

A graduate of Creighton University Lav 
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School in Omaha and member of the against 
Nebraska and Indiana bars, Mr. Mi: mobile « 
namow has been active in the New York “Only 
State insurance speakers bureau and a Bvere cr 
bitration panels of various claim mal  Weisha. 
agers’ council. A veteran of World Wa Bile cut. 
Il, he served in the Pacific theatre 1 F concept 
three years. /nobody 
under-y 

GRIMES JOINS SPRINGFIELD a 
Thomas C. Grimes has joined Spring: life inst 
field-Monarch Insurance Compailt Blife in: 





Springfield, Mass., as superintendent agents’ 
Casualty Underwriting. He has had » Bualty ¢ 
years of liability insurance experiem Bof mut 
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ngaged i \Hlantic City, N. J. September 15.—In 


Nation- wing as its president, Ira F. Weisbart 
Will taj Jersey City, the New Jersey Associa- 
€ and ion of Insurance Agents picked a man 


Preside, 
ontinue the 
32 Ni zation, 
cident api 
retireme 


dely versed in insurance matters. The 
few president was the first person in 
he state to hold both the CPCU and 
] designations. 

‘a iE speech of acceptance here today, 
i, Weisbart called for active coopera- 
fon of county association presidents in 
ating a goal of 10% increased member- 
hip in each county association over the 
oming year. He stressed the message 
; his prerecessor as NJAIA president, 
fiton H. Grannatt, Jr., calling on com- 
wny execiitives to meet with agents on 
atters Of operational interest. 

Mr. Weisbart further asked members 
» increase their interest in Road-Aid. 
‘aturally too, as one actively participat- 
ng as an educator, Mr. Weisbart urged 
he agents to study for the Chartered 
Property and Casualty ‘Underwriter des- 
epartmen[onation, which he believes “will be a 
On in 19iMecessity within the next ten years.” 


sTIMENt the vers Changed Rate Filing Methods 


He had this to say on rating: “For 
he past few years we have seen the New 
B.A’ Jersey Workmen’s Compensation Rating 
LVS Bind Inspection ~oghene nic gi on be 
‘ hasis of an annual review of rates each 
nimuttee july. The information used in the plan 
y, Suretyfincludes information as recent as the 
S nameifDecember immediately preceding the 
urety layffling. In these times of automation, I 
Associa-fsee no reason why the Department of 
| compen.gBanking and Insurance of the State of 
A annmifNew Jersey cannot require re-rating for 
Mr, Rothfall types of general insurance under their 
of Hoy.fiurisdiction by all companies and bureaus 
Sands offiling in this state every year or two. 
f the change be less than 5% (plus or 
esignateipminus) the rate change should be waived. 
Valter WEThis method is in the public interest 
Kiracofe since any change in experience would be 
rice, Nevgreflected almost immediately in new 
ore, anjprates. In addition, it could assist in pro- 
ans, eacipriding all companies with a reasonable 
rtant ac-poroft. it would also open up underwrit- 
ing markets for the agents. Each dif- 
ferent line of insurance can be assigned 
a different review date, thus levelling 
out the work load for the department. 
he agents would have less trouble ex- 
plaining a 30% increase in OL&T pre- 
miums if increases were allowed an- 
nually. The companies, and the agents, 
Iam sure, would be happier with in- 
creased premium volume on such classes 
much sooner than at present.” 
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To Urge Bilateral Approach to Problems 


The new president said he aims to 
p further the bilateral approach to com- 
pany-agent problems, in the belief that 
“when a company goes off on a tangent 
without first field-testing an idea and 
without first consulting some agents to 
get their viewpoints, they can expect 
nothing but a rough road getting the 
. Bae product across to the consumer.” 
that hee 2 Proceeded to company promotion 
of special automobile plans for superior 
risks,” and queried: “Will somebody 
Corp. well me what is a superior risk? What 
ity Lan § going to happen to the rest of the 
phe automobile business? Why discriminate 
Mi- gainst a large percentage of the auto- 





: York mobile owners? 

nd at Be nly a few months ago the companies 

“a ep cying for a rate increase,” Mr. 

a Wi = art asserted. How can they now 

mh © ed cuts and justify them? These new 
Neepts of doing business are doing 
rg any good. The companies are 
ner-valuing the agent,” he charged. 

L As a solution he suggested the fire- 


soci aalty companies follow the lead of 
paid iis msurance companies: “Almost every 
if ¢ imsurance company welcomes an 





0! ’ oom 
wn _ association. Each fire and cas- 
rience of ty company should discuss problems 





Mutual interest with its agents . 





a EF. Weisbart Outlines Aims of 
JAIA For His Term; Noted Educator 


ae 





IRA F. WEISBART 


or more likely, a committee made up 
of agents from various parts of the 
country should talk directly with top 
management. Friendly discussions across 
the table can do more to cement rela- 
tions than commission cuts,” Mr. Weis- 
bart observed. 


Career of Ira F. Weisbart 


The new president is a partner with 
his father in the Paul F. Weisbart 
Agency, Jersey City. He was first 
elected to the NJAIA executive commit- 
tee in 1956, and has just completed his 
term as chairman of that committee. In 
1957 he headed the association’s finance 
committee and last year headed the 
special Homeowners committee of 
NJAIA. 

He received the CLU designation in 
1947 and the CP'CU in 1948. Previous 
presidencies held by Mr. Weisbart were 


with the Hudson County Agents and 
the New Jersey Chapter CPCU. 
Since 1950, he has been an active 


member of the Rutgers University fac- 
ulty—instructing in both the CP:CU pre- 
paratory courses and in the general in- 
surance course. 

He entered military service in 1942— 
serving with 113th Infantry, of the 
United States Army—and was discharged 
in 1945, as a master sergeant. He was 
graduated from Union Hill High School 
and Blair Academy—and received his 
B.S. degree in business administration 
from New York University School of 
Commerce. 

He has been active in civic affairs— 
having served as chapter vice-president 
of the B’nai B’rith and headed the vo- 
cational guidance committee. He lives 
with his wife, Bernice, and their two 
children—Steven, age 14, and Carol, age 
11—in Maplewood. 

As to the Road-Aid program of 
NJAIA, Mr. Weisbart said he believes 
county association presidents can further 
this project. He said they must be aware 
that other automobile clubs are being 
formed. If the local agent does not 
participate in Road-Aid he may lose not 
only the automobile business but also 
much of the other personal business he 
controls, the speaker stated. 

Mr. Weisbart proposes asking county 
association presidents to appoint their 
most active members to special Road- 
Aid committees, which would have the 
task of educating those agent-members, 
who do not participate, in the advantages 
of providing this service to their own 
clients. 








Urge NAIA Active Role on 
President’s Safety Group 


Atlantic City, N. J., Sept. 15—The 
NJAIA annual convention here today 
endorsed the Presidents Committee for 
Traffic Safety and passed a resolution 
urging the National Association of In- 
surance Agents to take an active part 
in the application of the activities of 
the 'President’s Committee. 

Signed ‘by resolutions committee mem- 
bers Henry A. Franz, Harry G. Mather 
and Russell E. Stevens, the resolutions 
strongly recommended the following ac- 
tivities to NAIA: J 

“Assist in creating improved public 
understanding of traffic accident prob- 
lems by (a) aiding state and local atten- 
tion on official needs; and (b) building 
public support for overcoming existant 
deficiencies. 

“That the National Association of In- 
surance Agents utilize current safety 
programs and operations—such as the 
annual traffic safety inventory—through 
the combined participation by state asso- 
ciations, local and county boards. 

“That the National Association of In- 
surance Agents adopt and implement the 
following safety-action program: (a) 
Develop a positive action program at the 
national level. (b) Urge and assist the 
various state associations to develop ac- 
tion programs at the state and _ local 
levels.” 





Presidential Address 


(Continued from ‘Page 24) 


these programs. We must tell our story 
to the insuring public—so they will know 
us, the independent agent—and know 
that we are working for them... help- 
ing to prevent costly fires, tragic auto- 
mobile accidents, and above all, helping 
them to buy the best in insurance pro- 
tection at a reasonable cost. Through 
every act, word, and deed we must con- 
stantly advertise that we truly serve the 
public first, he emphasized. 

Turning to another important project, 
Mr. Grannatt reported that “the na- 
tional advertising campaign fell far 
short of success” in New Jersey. The 
$36,000 raised, though substantial, failed 
to equal the previous year’s contribution. 
He congratulated Henry A. Franz, his 
predecessor as NJAIA president, for the 
work he did in raising the money for 
the national ad campaign. Mr. Franz 
accomplished a remarkable amount, al- 
though he did not receive the support 
necessary to make the campaign a suc- 
cess, Mr. Grannatt noted. 

The speaker commented: “One would 
have gotten the impression that this 
money was being raised to support a 
foreign aid program in Russia, instead 
of our own national advertising cam- 
paign. Many gave generously .. . most 
did not give at all. The campaign is 
the agents’ own program and they can 
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New NJAIA State National 
Director Is John S. Sheiry 


Atlantic City, N. J., Sept. 15—John S. 
Sheiry, who has been elected NJAIA 
State National Director, is president of 


JOHN S. SHEIRY 
the Barton F. Sharp & Son Agency of 


Bridgeton. He succeeds Roy H. Mac- 
Bean of Cranford. 
Mr. Sheiry’s career started in 1936 


when his first assignment with Aetna 
Casualty & Surety was as an engineer 
in the company’s Washington office. In 
1942 he transferred to Philadelphia to 
become superintendent in the agency- 
brokerage department. 

In 1947 he joined the Sharp Agency as 
vice president and manager. 

He was first elected to the NJAIA 
executive committee in 1942. He is a 
past president of the Cumberland County 
Agents. He served as NJAIA executive 
commitee chairman in 1954. 

Active in civic affairs, Mr. Sheiry has 
served American Red Cross, Boy Scouts 
of America and the Community Fund 
drives. He is a past president of Bridge- 
ton Rotary Club and a member of the 
board of trustees of First Presbyterian 
Church of Bridgeton. 

He was educated in public schools in 
Washington and received his B.S. de- 
gree in civil engineering from George 
Washington University. He is a mem- 
ber of the Sigma Alpha Epsilon frater- 
nity. 

Mr. Sheiry lives in Bridgeton with his 
wife Emily and their three children, 
3etsy, 18; Nancy, 16; and John, Jr., 
aged seven. 





and must support it,” Mr. Grannatt 


stressed. 





Executives on Auto Commission Cuts 


Following is the complete text of an 
open letter to stock capital insurance 
company executives, written by the 
president of the New Jersey Association 


of Insurance Agents, Milton H. Gran- 
natt, Jr.. of Trenton: 


“Gentlemen: 

“July 1, 1959, is a date the independent 
agents in the State of New Jersey will 
long remember since it marks the day 
when the major stock casualty and fire 
insurance companies won a major victory 
in their undeclared war on the principles 
of the American Agency System. It 
marks the beginning of a period when 
the agents’ contracts were shown to be 
mere pieces of paper that could be al- 
tered by simply mailing form letters to 





the agents. Yes, the approval of the 
rate filings, with reduced production cost 
allowances, will go down in the history 
of the American Agency System as the 
time when agent-company relationships 
hit an all-time low. 

“We, your agents, are reasonable peo- 
ple who will listen to your problems— 
and who will help you to solve them. 
We share in your desire to improve the 
loss situation, and above all, we ear- 
nestly want to see a more favorable 
competitive climate. We have spent two 
years listening for some small word that 
would extend an invitation to us to join 
you in finding solutions to the problems 
confronting all of us. But that invita- 
tion never came. Instead, we received a 
rate change—which in the long run must 

(Continued on Page 42) 
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NJAIA Preparing For 
Agency Cost Study 


ROY H.MacBEAN REPORTS 


N. J. State National Director’s Final 
Report Observes Safe Driver 
Plan Developments 
14—Roy H. 


and final 


Atlantic City, N. J., Sept. 
Mac delivered his third 
report as state national director of 
NJAIA here today. He touched on such 
agency the 


3ean 


matters as an cost survey, 


ROY H. MacBEAN 


developing safe driver automobile plans, 
and NJAIA membership. 

Mr. MacBean took time 
NJAIA members, if possible, to attend 
the upcoming annual convention of the 
National Association of Insurance 
Agents in Chicago; particularly as one 
of the speakers there will be Donald P. 
McHugh, counsel for the O’Mahoney 
Senate-Judiciary Subcommittee conduct- 
ing hearings on anti-trust and monopo- 
lies in the industry. 

However, the most important 
development within the industry 
national basis was concerned with auto- 
‘mobile insurance. Mr. MacBean spoke 
of the California Safe Driver Insurance 
Plan “whereby,” he said, “bureau capital 
stock companies are attempting on a 
large scale basis, to compete with the 
direct writing companies by a method of 
granting reductions to that large seg- 
ment of safe driver risks and at the 
same time, surcharging the rates for 
the unsafe or accident-prone drivers. 
This pian, originating in California, has 


out to urge 


single 
on a 


Membership Reaches 1,546 

Atlantic City, N. J., Sept. 14—Mem- 
bership in the New Jersey Association is 
at a record high and numbers 1,546 agen- 
cies, with 122 members added during the 
year and 79 dropped, ‘Robert ‘W. Hutchi- 
son, chairman of the membership com- 
mitte, reported here today. 

“At first glance,” said Mr. Hutchison, 
“the number of dropped members does 
not appear to be good. However. con- 
sider that 10 of these are no longer in 
business, five are deceased and 11 con- 
solidated with other member agencies. 

“Analyzing our net gain in members 
by county associations, we find that 75% 
of our net gain comes from four Asso- 
ciations. Bergen County alone had a 
net gain of 11 new members. 

“Essex County put on a membership 
drive under Membership Chairman Bill 
Stevens’ leadership and added nine new 
members. 

“Tt was also during this year that our 
Cape May County Association became 
revitalized under County President Allen 
Stretch and with the (Membership Chair- 
man Phil Gould keeping things moving, 
nine new members were added there. 

“Middlesex County was in the unique 
position of adding six new members and 
dropping none. There were only three 
county associations out of 20 during this 
term that had a loss in membership. 

“Nationally we rank sixth in member- 
ship. ‘Pennsylvania precedes us with 
1,729 members and Illinois is seventh 


with 1,417.” 





already spread to other states, including 
Iowa, Nebraska, Missouri and Pennsyl- 
vania, and undoubtedly it will reach our 
state before the end of another year,’ 
Mr. MacBean observed. 

Greater Freedom for Deviations 

“Concurrent with the introduction of 
these so-called ‘safe driver insurance 
plans’ was the move made by several 
large and old established bureau com- 
panies to withdraw either wholly or par- 
tially from bureau membership in order 
to secure a greater degree of freedom to 
compete in the market place. This was 
very shortly followed by statements from 
the bureaus wherein they agreed to 
grant a greater degree of freedom to 
their member companies in order that 
they could compete more successfully in 
the field of automobile insurance.” 

As to NJAIA membership, Mr. Mac- 
Bean noted, it had increased from 1,520 
to 1,542. However, in the same period 
Illinois increased its membership from 
1,216 to 1,417 and are “seriously chal- 
lenging” New Jersey’s position as the 
sixth largest association of agents in 
NAIA. 

Mr. 


MacBean told New Jerscy mem- 
bers that he had recently informed 
NAIA executive Porter Ellis that 
NJAIA would cooperate in an agency 
cost study similar to that completed re- 
cently in New York and Connecticut and 
(Continued on Page 35) 
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W.W.Clement Appeals to All Agent 
Not to Overlook Vast Foreign Marke s 


Atlantic City, N. J., September 14— 
Local insurance agents may be missing 
out on a vast market in foreign risks of 
domestic industries, according to a speak- 
er on the “More Money in Your Agency” 
panel here this morning at the NJAIA 
convention. 

W. Winthrop Clement, public relations 
manager for American International 
Underwriters, speaking under the title 
“Beyond the Blue Horizon,” told the 
audience that local agents may be fail- 
ing to reach the foreign risk market by 
at least $100,000,C00 a year. 

He said his company, AI'U, has no way 
of estimating the total annual premium 
paid by United States interests—indus- 
trial, commercial, individual—for insur- 
ance on overseas risks. ‘““We do, however, 
read,” he said “published figures of 
American- sponsored business abroad, of 
American investment overseas, of Amer- 
icans travelling abroad for business or 
pleasure, of American spending in Paris, 
Peru, Gotesborg and Ghana, and virtually 
any other place you care to name. We 
can deduce how much premium ought 
to result and we know, with considerable 
accuracy, how much is paid to capital 
stock companies in this country. We 
believe you are missing the horizon by 
$100,000,000 a year, but we would delight- 
edly concede that we were 50% wrong if 
you would bring us $50,000,000 and say 
‘N’yah-h--- that’s all there is.’ And you 
would have millions of dollars more for 
yourselves, besides.” 


Available to Smaller Agencies 


Mr. Clement insisted that this market 
should not necessarily be confined to the 
big-time metropolitan agency, but is 
available to smaller agencies. ‘Certainly 
there are large industries, with large 
foreign operations, paying large overseas 
insurance premiums, whose offices are in 
large cities and whose insurance require- 
ments are handled by large New Jersey 
agents, or—perish the thought !—by even 
larger New York brokers. My remarks, 
however, are not peculiarly applicable 
to those producers. (Some of them 
haven’t looked beyond the horizon yet, 
either.) 

“ pe . 4 

I am talking to small agents in small 
towns, as well as to the big timers in the 
big towns, and my suggestion becomes 
more pertinent to small towners each 
year. For, every year more and more 
New Jersey industries are finding the 
profit of foreign operations more and 
more attractive. More New Jersey enter- 
prises engaged in foreign trade in 1958 
than ever before. More New Jersey 
money than ever before went into in- 
vestments outside U.S.A. in 1958. The 


numbers of all these will be even hig, 
in 1959, and more and more of thes 
activities are coming from non- shih 
politan areas.’ 

Among examples of industries deyel 
ing these foreign markets in the os 
War years, Mr. Clement cited a hj 
specialized contractor who, finding log 


W. WINTHROP CLEMENT 


opportunities diminishing, bid for aq 
obtain a substantial contract abroal 
Today, this small-town business is 
league in the foreign market. MW 
Clement said: “The local agent 

had handled that contractor’s domes 
insurance obtained an outline of ove 
seas coverages required and desirabl 
and rate quotations for same, witho 
trouble and without much further thoug 
about foreign business. He has thoug 
a lot about foreign business since, ho 
ever. 


today, prominent on a worldwide cal 
doing some 60% of its business outst 
North America.” 


Personal Insurance Markets 


Turning to personal insurance, 
Clement said that “far away places a 
strange sounding names” are not in them 
selves any barrier either to coverage f 
terms with which the local agent is fa 
iliar or to service such as the agef 


(Continued on Page 38) 
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Baby-Sitter” Problem 
Crops Up in Report 
of THE CASUALTY COMMITTEE 


Robt. L. Darrell on Action to Revise 


currently hire a minor for such type of 
work, even though he has domestic com- 
pensation coverage, should the minor be 
injured while employed, the person him- 
self is subject to a penalty payment equal 
to the payments made by the insurance 
company insuring such domestics. 


Should Not Curtail Teenage Ambition 


NEW JERSEY ASSIGNED RISKS 


Darrell Reviews Latest Annual Report; 
Loss Ratios 110.4% for B. I. 
78.9% for P. D. 


In the course of his report as chairman 
of the NJAIA casualty and allied lines 
committee, Robert L. Darrell commented 


Roy MacBean’s Report 


(Continued from Page 34) 


those which are being worked upon in 

Alabama, Florida, Kentucky, Ohio, South 

Carolina, Texas and California. 
Preparing Agency Cost Study 


N. J. Law on Casual Employment z 
: . > vg be ee BS ee eat “ 
even high, of Persons Under 18 “We all realize. that today our teen- on the New Jersey Automobile Assigned “This work,” Mr. MacBean said, “is 
Te Of they agers are ambitious and many of them Risk annual report (covering July 1, Of, utmost importance to all of us, indi- 

ie agers aMDINIOUS an ony -alweie  Vidually, to our state associations and to 


Non-met; 


ciaimed 


J., September 14— 
Workmen’s compensation insurance 
attention in the report today 
¢ NJATA’s casualty & allied lines com- 
“ee made by its Chairman, Robert L. 


Atlantic City, \N. 


The first WC problem concerned the 
iyrisdiction of the workmen’s compensa- 
tion law on employment of a baby sitter 
nder age 18. Apparently according to 
present law in New Jersey it is illegal 
to give casual employment to a person 
under 18. The employer in the event of 
an accident to his minor employe, is lia- 
ble. The second point studied by the 
casualty & allied committee was in con- 
nection with WC coverage for volunteers 
on first-aid and rescue squads. 

Mr. Darrell also discussed NJAIA’s 
abservation of the New Jersey Assigned 
Risk Automobile Plan and the state’s 
Unsatisfied Claim and Judgment Fund. 
On the two workmen’s compensation 
questions, Mr. Darrell said these would 
he referred to the NJATA legislative com- 
mittee with a view to successfully recom- 
mending changes in the existing compen- 
sation laws of New Jersey. He reported 
as follows : 

“At the present time, our Workmen’s 
Compensation, Labor and _ Education 
Laws do not permit minors under 18 to 
be engaged in casual employment, such 


desire to baby-sit, to work on yards and 
to do house-work for others. to earn 
some money. This ambition should not 
be curtailed, but actually anyone who 
hires these teenagers is afoul of the law 
and subject to a monetary loss, ‘Mr. 
Darrell warned. 

“In the last session of the New York 
Legislature, they amended their Educa- 
tion, Labor and Workmen’s Compensa- 
tion Law, effective April 21, 1959—to per- 
mit the employment of minors, 14 years 
of age or over, without the requirement 
of employment certificates, to engage in 
casual employment consisting of yard 
work and household chores on and about 
a residence or the premises of a non- 
profit, non-commercial organization, not 
involving the use of power driven ma- 
chinery. I am attaching hereto photo- 
graphic copies of this law received from 
the legislative information service of the 
Association of Casualty & Surety Cos. 
for the consideration of our own legis- 
lative committee.” 

In reference to the question of first-aid 
and rescue squad volunteers, Mr. Darrell 
quoted the New ‘Jersey compensation 
law 34:15-43: “Each and every active 
volunteer first-aid and rescue squad 
worker doing public first-aid or rescue 
duty under the control or supervision 
ot any commission or council of any 


1957, to June 30, 1958) with an analysis 
of the figures contained in the report. 
Following are Mr. Darrell’s remarks: 

“During this period there were 33,493 
new applications with a total of 49,255 
policies being issued. During the entire 
time the plan has been functioriing, 
there have been 381,591 items handled. 

“As a matter of interest, of the 33,493 
new policies issued, 29,885, approximately 
89%, were not required to file evidence 
of financial responsibility when the 
coverage was applied for under the plan. 
This percentage has been quite consist- 
ent for the past several years. 

“The number of new applications re- 
ceived during the period of this report 
(35,401) represented an increase (ap- 
proximately 26%) over the number of 
applications received during the same 
period of 1956-57 when 28,072 new ap- 
plications were handled. 

“The latest complete experience 
for policy year 1956 with premiums fully 
earned as of December 31, 1957, and 
losses evaluated as of March 31, 1958. 
The loss ratios are as follows: Bodily 
Injury Liability, 110.4%; Property Dam- 
age Liability, 78.9%. 

“At the time of this report there were 
279 companies in New Jersey subscrib- 
ing to the plan. As in the past, the 
company receiving the largest number of 


was 


the NAIA and it is going to cost our 
New Jersey association approximately 
$500 for the postage, printing, accounting 
and tabulation. In addition to which, it 
will cost each selected member agency 
some of his time and effort so that the 
statistical data can be gathered and as 
accurately and as promptly as_ possible 
when the request for same is made. | 
urge all of our members to cooperate on 
this matter to the utmost because now, 
as never before, it behooves al! of us 
to be ‘cost conscious and to be able to 
prove whereof we speak, particularly 
when we are engaged in discussions 
relative to commissions on our contracts 
with our various insurance companies. 
This survey naturally can be no better 
than the statistics and the details that 
are made available to us by the various 
member agents and we will learn more 
of this entire process from the NAIA 
very shortly.” 





Jersey. During the period covered they 
were assigned 5,620 risks with total pre- 
miums of $529,688. 

“The second largest writing company 
was New Jersey Manufacturers ' with 
2,137 assignments with a total of $180,657 

‘Because of the importance of this 
plan, the casualty committee will con- 
tinue to watch its progress and trends 





as baby-sitting, yard work and household municipality . . . who may be injured in assignments was the Allstate, because of 
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K. I. P. is the Kemper Insurance Plan for budgeting premiums — avail- 


ide sca 
so able to both commercial risks and individuals. The plan is designed 
especially with the agent in mind. It is easy to understand and use. 
Plans even can be set up over the phone. And almost no office detail 


is required! 


Here’s what K. I. P. can do for you: 
1. Help you obtain new accounts. 
2. Help you hold old business. 


3. Make it easier to ‘‘trade-up”’ present policies. 


Remember, your clients are accustomed to monthly pay plans. They 
will appreciate the opportunity to pay premiums this way. Be sure you’re 
the one to offer such a plan to them. 


The Kemper Insurance Plan is only one of the many advantages of 
representing a Kemper company. For information, write: Agency Pro- 
duction Department, Home Office, Chicago 40. 


K. I, P. is not available in Ohio. 
LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FEDERAL MUTUAL INSURANCE COMPANY 
divisions of KEMPER insurance 
Chicago 40 
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General of America President Urges 
Agents to Keep Alert to Auto Changes 


W. L. Campbell in “Experience or Experimentation” Message 
Points to Safeco’s Success; Sees Direct Writers as 
Real Threat; Watching Closely New Merit- 

Demerit Plans of Agency Cos. 


Agents of the General of America 
companies, particularly those who ‘have 
met direct writing competition by plac- 
ing their automobile lines in Safeco, the 
fast-growing affiliate of the General of 
America, received a challenging letter 
from W. L. Campbell, president of the 
Group, late last week in which he dis- 
cussed realistically the current automo- 
bile insurance market under the general 
heading of “Experience or Experimenta- 
tion.” In urging more of his agents to 
push Safeco’s automobile plan, tested by 
both time and experience, Mr. Campbell 
sounded this note of warning: 

“It is time for the agent to cast out 
once and for all any belief that he can 
survive solely through the revered idea 
of selling himself even to the submer- 
sion of the company name, which after 
all is the real strength behind the policy. 
From now on success will reward the 
agent who recognizes the changes in ad- 
vertising, merchandising and distribution 
of automobile insurance (and other lines 
in increasing volume) and does some- 
thing about these changes.” 

Mr. Campbell advised General of 
America agents: “It will continue to be 
our company’s policy to analyze every 
new plan as announced—the form of pol- 
icy, rating methods, underwriting ideas, 
plans for selling and plans for distribu- 
tion and processing. The best of each 
will be considered for adoption.” 

However, General’s president made 
clear in his letter that for the present, 
“we feel that our Safeco plan is much 
more effective” than the new merit 
demerit rating plans put on the market 
by other companies in recent months. 
At the same time, he advised his field 
force not to underestimate the threat of 
these plans nor “should we for a mo- 
ment take our eyes off the real threat— 
the direct writers.” 

He pointed out that the big four—All- 
state, State Farm, Farmers Exchange 
and Nationwide—have increased their 
proportion of the automobile business 
substantially and, at the close of 1958, 
had 17% of the automobile premiums 
written in the United States. “It is 
stated,” he said, “that all direct writers 
combined have at least 35% of the auto- 
mobile business of the nation, which 
could reach as high as 60% of the private 
passenger car business only.” 


A Progress Report on Safeco 


Speaking of the progress made by 
Safeco, which is approaching its sixth 
birthday, Mr. Campbell reported that it 
had reached $29,000,000 in premium vol- 
ume at the end of 1958 and is growing 
at a rate which should develop $36,000,- 
000 in 1959. “Its underwriting results 
have been the envy of the insurance in- 
dustry,” he declared. “The fact that 
Safeco is a proved success reflects the 
results of the experience of our com- 
pany and many of our agents in meet- 
‘ing and beating the direct writer com- 
petition—the very purpose for which 
Safeco was organized.” 

Mr. Campbell estimated that more 
than a third of Safeco’s new business 
comes from the direct writers. 


What Other Companies Are Doing 


Mr. Campbell then noted that in the 
past year and more particularly in the 
past six months, “we have seen tremen- 
dous changes among agency companies. 
Saying that the Safeco plan has been 
copied in its essentials .. . by numerous 
large and successful national insurance 
groups” he brought out that: “Companies 
whose representatives up to a few years 
ago fought and criticized the General 


and Safeco have beaten a path to far- 
away Seattle to try to pick up ideas for 
their survival in the automobile field.” 
He then explained: 

“Next, and very current, is the break- 
away of The Travelers and the new ap- 
proach of the Aetna affiliated companies 
from Bureau methods and forms and 
adoption of plans of their own. These 
embrace innovations such as the single 
limit automobile policy in which is pack- 
aged, at one premium, bodily injury and 
property damage, medical payments, un- 
insured motorist coverage, and death 
benefits and, at another premium, com- 
prehensive and collision insurance. 

“On behalf of the Bureau companies, 
the National Bureau of Casualty Under- 
writers and the NAVA have filed similar 
policies in Nebraska, Iowa, Missouri and 
Pennsylvania. The Travelers has filed 
its plan in Nebraska, Iowa, Missouri, 
Minnesota, and the Aetna in Pennsyl- 
vania and Missouri. 

“These new single limit policies em- 
brace, also, limitations in the coverage- 
types of limitations which admittedly 
would be constructive changes were they 
adopted by the industry as a whole. For 
instance, a limitation which prevents 
a wife collecting from her husband under 
liability insurance, or vice versa, and the 
making of medical payments excess in- 
surance to avoid duplicate and some- 
times triplicate payments are logical pol- 
icv changes. 

“Unfortunately, until such time as the 
biggest writers of private passenger au- 
tomobile business adopt these changes, 
these limitations may present opportun- 
ity for greater sales by our chief com- 
petition, the direct writers. 


Analyzes New Pleas 


“Let us analyze these plans of The 
Travelers, Aetna, and the National Bu- 
reau further. While thev adopt the 
basic principles of Safeco for purposes 
of reduction operating costs, they also 
have adopted merit rating plans not un- 
like the California safe driver plan, in 
their efforts to reduce the rates to the 
levels of the direct writers. There is no 
question that such merit rating or safe 
driver rating plans appeal to a great 
many buyers of personal insurance. 

‘But there is no merit rating plan that 
is not eventually a demerit rating plan 
for almost every policyholder! In the 
meantime, it seems to us that the addi- 
tional operations, both in underwriting 
and processing with respect to merit 
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Monte Carlo “Rendez-Vous” 


(Continued from Page 32) 


reinsurance. Three men from India were 
also investigating reinsurance markets. 
While France had the largest delegation 
in no way could it be said that the 
French tried to dominate the meeting. 
Everyone was left to his own devices to 
arrange personal conferences. 

Commission on Atomic Risks Meeting 

The permanent Commission on Atomic 
Risks for the European Insurance Com- 
miittee, although not a formal part of the 
“Rendez-Vous de Septembre,” met on 
September 7 and 8 to discuss the recent 
resolution sent to the European Agency 
for Nuclear Energy which affirmed the 
following principles: 

1. The liability of the user for fixed 
installations and nuclear material in 
transit. 

2. The liability in amount and time by 
installation and not only by accident or 
occurrence. 

3. The liability by voyage uniformly 





rating, will prove very costly to the com- 
panies using such plans. 

“The Travelers, in addition, has 
adopted a special rate approximately 10% 
‘under Class 1A for a car driven less 
than 7,500 miles per year. Anyone, and 
particularly agents who have been in 
the business any substantial length of 
time, will recall the difficulties attendant 
upon this method of rating when ap- 
plied many years ago. Like merit rat- 
ing, it involves the same basic problems 
—namely, that any facts about a risk 
which are not easily determined and ac- 
curately developed through an applica- 
tion will, first, make for great additional 
operating expense and, second, still will 
result in a depression of the average 
rate level with resulting adverse affect 
on the loss ratios.” 

Admittedly, these new plans are con- 
sidered even by their sponsors as being 
experimental, Mr. Campbell said. In 
this connection he quoted from the an- 
nouncement by Guy Mann, senior vice 
president of the Aetna, who said: “We 
and the other companies needed ‘test’ 
states where experimental ideas could 
be tried out in the market place without 
exposing the industry countrywide to un- 
tested programs. ... / As soon, however, 
as the pattern becomes clearer, and if it 
shows that one or more of these exneri- 
mental plans is accomplishing its objec- 
tives, we will spare no effort to make 
them available as promptly as possible to 
our agents in other states.” 

Mr. Campbell continued: “All of these 
new plans for meeting the direct writer 
competition, as well as ours, cannot help 
but have some effect on new sales by 
our agents. We believe the California 
developments prove this, where even the 
direct writers complain that thev are 
not able to make their quotas of new 
sales because of the advent of the safe 
driver rating plan and its availability 
through one or more companies to every 
agency in the state.” 
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determined on nuclear risks in tp, AlIsti 
by land, air or sea. : 

At this meeting concern was expr, I 
over the delay in accepting the reer 
mended ten year statute of limita, 
At the same time it was felt that « 
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was not a good regulation for Nucl , 

liability since losses from nuclear taal eM 

are often delayed. The commission , 

that the important thing was to Oth 

cause and effect. 3 
The insurers felt that fixing the, Clare 


bility on the user of the nuclear majgment 0 
should not relieve those involved jp mtd hat hi 
ing or transporting nuclear matter Pe : : 
liability on their part. “agirect W 
A study group of the European | e said, 
surance Committee for a Common \j,ggnsutatl 
ket discussed problems arising from + admi 
treaty of Rome which affects the jnolf .. m 
ance industry in the common mar, &: 
The group is expected to issue a p,gmation- 
detailed report this week. Speak 
esearcl 
nsuran' 




































Two Talks at General Session; 







Two general sessions were hel 
matters considered to be of particy, 
interest to all those attending. At the 
meetings a talk was delivered by May 
Henry, president of General Associai, 
of Casualty Companies, France, op 4 
automobile insurance situation in 4 
country, which is getting worse, He 
Cuny, president of the Assembly of f; 
Insurance Companies, France, outlig, 
the steps taken by the French compari 
to combat the rising loss ratio in fon 
Among these companies is an agreene 
for a 20% increase in rates in reney 
and an understanding not to undercy 
competitor in seeking to obtain his hy 
ness. 

The third group of the European }; 
surance Committee dealt with fire insy 
ance and various studies of the gro 
such as: Liability of third parties; ingy 
ance index; difference in price o 
construction on the day of loss and 
date of actual replacement; indust;; 
tariffs for different countries; machine 
and electrical breakdown;  windni 
tariffs; classification of extinguishers ay 
plastics. 


Hardware Mutuals Win 
Top Advertising Honoy 


Hardware Mutuals of Stevens Poi . 
Wis., have won top honors among m Mr. 
tual casualty and fire insurance congeWith f 
panies entered in the annual advertisigesaid tl 
competition sponsored by the Americpiile t 
Mutual Insurance Alliance. Hardwarget vast 
Mutuals received 25 blue ribbons fropatly | 
Judges George Collins, Encyclopeds ualty 
Brittanica advertising executive, Chicagg. 4 th 
W. N. Davidson of Gordon and Hem preach 
stead, Inc., advertising agency, and F. Sp suranc 
Siebert, director of Michigan State 
versity’s division of mass community 
tions. 

Competition for advertising by classi 
cations was divided into two sections 
mutual casualty insurance and mut 
property insurance. Hardware Mutu 
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and eight firsts in the property sectiof’4 

H. E. ‘Manske, advertising manage! life, 1 
will represent Hardware Mutuals in Dap ‘rest: 
las, Texas, where the awards will their i 
presented on October 12. of 


‘close 
Mutual Agents Program f passe 
The four year history of cooperatia p shift ¢ 
between mutual companies and agenige'S con 
will be the theme of a special feature af "ey 0 
the 1959 convention of mutual agent Spe 
Earl A. Lamb of New York City ange tion | 
Norman Trebilcock of Milwaukee wif Senn 
serve as co-chairmen of the panel whitlf electr 
will be presented on Monday, Octobe atio 
19. in St. Louis. This 
The Advisory Conference, as the orga the di 
ization is known, has worked closely wit comp: 
NAMIA in joint projects and committes|m merct 
Reports of four such projects will com man : 
ylete the panel. Fred A. Beckford, pre 
ident of the Lumber Mutual Fire, Bostot 





will report on public relations; Davy. Mr. 
Evans, agency supervisor of Lumber tiple | 
men’s Mutual, Mansfield, Ohio, on af the n 
vertising and selling; J. Wallace Agee "sure 
vice president, Atlantic Mutual fit truly 
of Savannah. on agency managemetl whit 


and B. L. Hewett, vice president ® 


Michigan Millers Mutual, on educatios 
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Bete ior vi resi- 
Ixing the ye Clarence B. Kenney, senior vice pre 
clear Mate: bent of the Allstate, recently described 
Olved in ng hat he called the continuing rise of 
r matter f; hirect Writer insurance companies which, 
; id, “i i yolution in the 
European | e said, 1s causing a revolution in 
ommon }jjmnsurance industry through new concepts 
Ing from yy administrative efficiency, package pol- 


Cts the ing es, multiple line insurance and auto- 
mon mark 


issue a thy mation. : ; 

'B Speaking in Cleveland at a marketing 
Sessions esearch meeting, Mr. Kenney said the 
; nsurance revolution, which began with 
ere held , 


Of particule mass production of automobiles, is 
leulg : , i : 

ng. At thabenefiting the public with insurance pre- 

ed by Mar ium savings and broadened insurance 


1A : 
ance a ei 
tion’ in th Previously, there had been but two 


‘orse, Hendompletely different types of organiza- 
mbly of FifMions selling insurance—one for life in- 




















ye? Olutlin yrance and one for fire and related in- 

“A Co! y r A a 

itio a jon yrance. “Life insurance,” Mr. Kenney 
nj See 

N agreenegsaid, “was distributed through agents 


5 In rene 
> underey: 
ain his bys 


vho essentially were full time employes 
bf their company. All clerical work and 
other processing was centralized in a 
Hhome office. 


| ropean lif “Fire and casualty insurance, on the 
re Mstother hand, was distributed by a vast 

le gO umber of independent merchant agents 
THes ; Insw 


vho took orders for given types of cov- 
‘Berage, and then filled each order with 
vhatever brand the merchant currently 
was selling. Auto insurance was de- 
veloped as a side line or minor coverage 
by their companies. These agents pre- 
pared the actual policies, collected all of 
the premiums, and generally handled 
uch of the detail. This decentraliza- 
tion naturally was less efficient in pro- 
duction costs,” Mr. Kenney asserted. 


zuishers anf 


Jin 
+ Hono 


ae Mr. Kenney, who began his career 
rance congwith Allstate as an underwriter in 1931, 
advertising said that the availability of the automo- 
e Americpibile to millions of Americans created 
Hardwaget vast new need for insurance, particu- 
ybons froapelatly liability coverage. Fire and cas- 
ncyclopeispiualty agents were not geared then to 
re, Chicagg40 the difficult selling job required to 
and Hemeteach a mass market with such auto in- 
, and Fpsurance. This brought about a new 
State Uigemethod for specialized auto insurance 
ommunief ™4rketing, the direct writer or life in- 
surance type of organization, he ex- 
by classiife plained. 
section-§. Lhe new direct writers emphasized 
nd mutwe Just one product, auto insurance. Their 
e Mutuif@gents were selected and trained in this 
Ity sectiof one line only, and were taught to sell 
ty sectinfeamd seek out prospects in all walks of 
managip @, not only those with property in- 
als in Daf terests who already were familiar with 
is will hp their insurance needs.” 

‘The net effect has been for a handful 
of direct writer companies to acquire 
close to one-half or more of the private 

Fam passenger automobile business. The 
noperatioyf Shift of the business to the direct writers 
nd agent's continuing at a rapid rate,” Mr. Ken- 
feature af Ney observed. 
al agen Speaking of the contribution automa- 
City anton has made to this revolution, Mr. 
ukee wif Xenney noted, “Automation, especially 
nel whitif electronic equipment, thrives on central- 
, Octobe Zation—large volume, repetitive work. 

This naturally gives more impetus to 
he orgar fH the drive of the old line fire and casualty 


Influence of the Automobile 






scly wile Companies to convert their independent 
mimittees merchant agents to the controlled sales- 
will com: Man status.” 

rd, pres . i s 

Besta The Rise of Multiple Line Cos. 

3; Davi Mr. Kenney termed the rise of mul- 
Lumber tiple line insurance companies as one of 






| on at the most important developments in the 
> Agetiii "surance field. There have been some 
al Fie ttuly multiple line organizations for 
agemele Many years, But those direct writers 


ident Of Which “handled such lines as fire and 
Jucation 













personal liability, in addition to auto 


insurance, generally neglected the other 


lines in order to take advantage of the 
booming auto insurance market. 

He said a few specialty automobile in- 
surance companies soon expanded into 
multiple lines, however, when the com- 
panies found they were handicapped by 
their inability to fill their agent’s need 
in these other lines. 

Financial responsibility laws which can 
take away a person’s right to drive a 
car if he has an accident and is wnin- 
sured, also accelerated the movement to 
multiple lines. He explained that the 
laws caused tens of millions to buy auto 
insurance. The effect was to substan- 


tially eliminate the uninsured market, 
limiting potential sales to the growth of 
the car population of the country. 

“This set the stage for exactly the 
same development as in other industries 
the addition of other lines. When 
chain grocery stores, for example, had 
pretty well blanketed the market, growth 
slowed. The result in their case also 
was the addition of other lines—drugs, 
toiletries, hardware, even soft goods.” 

He added: “Perhaps the most dra- 
matic part of this particular insurance 
evolution is the movement of some fire 
and casualty companies into life insur- 
ance.” 

Looking into the future, Mr. Kenney 








predicted that variable annuity programs 
loom on the horizon as an even more 
dramatic and more important develop- 
ment for the life insurance industry. 
He said: “The variable annuity is prac- 
tically a mutual fund invested in equities, 
and the death benefit. or the income 
after retirement will depend upon the 
market value and dividend income of 
the full portfolio. It is an inflation 
hedge, and a _ potentially tremendous 
competitor of mutual funds, trust opera- 
tions of banks, and company-operated 
pension plans. In essence it is just an- 
other package policy. Its impact on the 
marketing organization cannot be 
guessed as yet. 
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keyed to the 
same goals... 


--.-to win attention through 
extensive national and 
local advertising ...to build 
recognition and appreciation 
for the important role of the 
independent agent in 
providing quality insurance 
protection and personal service. 
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W. W. Clement Appeals 
(Continued from Page 34) 


client should expect right at home. He 
proceeded to list some opportunities for 
service: 

“Automobile insurance; floater policies 
on personal effects, jewelry, furs, cam- 
eras, equipment, instruments—the per- 
sonal property floater; accident coverage 
—while in flight or general travel or 
full-time; comprehensive personal lia- 
bility; burglary, robbery, plate glass. 
You name it and the chances are very 
remote that you will not find it available 
in the American international insurance 
market. Although I have suggested you 
will not often need residence fire cover, 
even the Home Owners forms have been 
written on risks overseas. 

“So far as I know,” Mr. Clement added, 
“all the U. S. markets for foreign-risk 
coverage pay 15% commission on all 
these classes of personal insurance. Also, 
you will find it the easiest 15% you ever 
earned. The nature of the business—per- 
haps I should say the complexities of 
laws, customs, regulations, practices, 
rules, currencies and many other factors, 
make it easier for us to do all the work 
for you than to try to teach the things 
you would have to know to be helpful. In 
fact, it is impossible for the average pro- 
ducer—even for a big account—to con- 
tribute the time, energy, or even the 
space required to assemble, assimilate or 
manipulate all the facts, figures, and other 
factors that are every-day parts of this 
company’s specialized business.” 

The speaker pointed out that hundreds 
of thousands of Americans live abroad 
on a permanent or semi-permanent basis 
A million more travel to toreign coun- 
tries—many with households and families 
—in diplomatic or armed service. Close 
to two million tourists went overseas 
last year. 

Suggestions on Where to Get Clients 

The agent should not wait for this 
foreign risk business from clients whose 
domestic risks he already insures. Fre- 
quently, it appears, the agent who gets 
the foreign risks, eventually takes over 
the domestic business from an agent who 
was dilatory in meeting his client’s for- 
eign risk needs. Mr. Clement concluded 
by telling the agents: “Whether your 
agency is in Newark, which is large 
enough to have a Foreign Trade Club 
ot considerable importance, or in a village 
where the Postmistress is the fountain of 
all knowledge, you can learn your inter- 
national potential, if you try. Rotary 
Clubs, ‘Kiwanis, Lions, Masonic and other 
lodges, American Legion and legions of 
other men’s meetings are places where 
businessmen talk over not only develop- 
ments accomplished but also develop- 
ments planned or, even being considered 

“The first time a firm looks into the 
promise that lies, for them, beyond the 
blue horizon is the time you need to start 
selling yourself to that firm as their 
worldwide insurance source. 

“Local agents in New Jersey have 
found foreign-risk business in a variety 
of ways. For example, a substantial por- 
tion of one prosperous agency’s busi- 
ness, for a number of years, came from 
a concentrated sales campaign among 
military personnel being dispatched over- 
seas from ‘New Jersey centers. One in 
surance agent licensed in New Jersey is 

a past-president of the American Society 
of Travel Agents, but there are many 
travel agencies which do not have 
licensed insurance agents on their staffs. 
Women’s clubs are excellent groups be- 
fore which to present the comforting 
idea of home-town security going along 
on family trips to foreign shores. The 
International Student Exchange system 
selects New Jersey scholars as soon as 
any others. New Jersey churches, as well 
as the churches in other states, support 
missionaries. New Jersey families have 
their share of sons and daughters living 
overseas, soldiers, sailors, air force staff; 
teachers, preachers, doctors, archeolo- 
gists, newspapermen, researchers for and 
representatives of nearly 25,000 U. S. 
business concerns. 

“The blue horizon of potential foreign- 
risk business is all around you,” he 
told the New Jersey agents. 


“Baby Sitter” Problem 


(Continued from Page 35) 


and by virtue of the provisions of this 
Article, and Article 2 of this Chapter, 
Sections 34:15-7.” 

Quoting further from this same Sec- 
tion, “Every active volunteer, first-aid 
or rescue squad worker shall be deemed 
doing public first-aid under the control 
of any governing body .. . if the first- 
aid or rescue squad. of which he is a 
member, receives or is eligible to receive 
contributions from the municipality.” 

Mr. Darrell explained that this statute 
as presently written can present quite a 
problem as well as an adverse claims 
experience on a municipality or city that 
has a paid fire department, but does not 
have any first-aid squad or ambulance of 
its own. “An independent first-aid or 
ambulance squad in a city, for example, 
that does receive a statutory contribution 
from the municipality or city, can re- 
port its compensation claims to the city 
and have them covered by the city’s com- 
pensation policy, even though there is no 
jurisdiction control or employment by 
the city.” This matter, also, is to be re- 
ferred to the NJATA legislative commit- 
tee. 


Best Weapon Against Commission Cuts 


All members of his committee, Mr. 
Darrell said, agreed that in order to earn 
commissions due under their company 
contracts the agents should perform all 
duties necessary—such as policy-writing, 
endorsement preparation, and _ claims 
service. This, he said, gives the agents 
a “good weapon in their favor should 
their companies attempt to reduce com- 
missions payable on an over-all basis.” 


N. T. CROLIUS PROMOTED 

Newell T. Crolius has been promoted 
to sales manager of the Portland, Me. 
office of American Mutual Liability. 


Pacific Employers Group Gained 
4% in First Half; Start Life Compan 


Substantial progress in premium vol- 
ume, net earnings and plans for con- 
tinued development of the Pacific Em- 
ployers Group of insurance companies 
are disclosed in its mid-year financial 
report now being prepared for distribu- 
tion to its stockholders. 

According to announcement by Victor 
Montgomery, president, total premiums 
written by that Group amounted to $14,- 
909,000 for the first half of 1959. This is 
an increase of more than $650,000 or 4% 
over the same period in 1958. 

Combined admitted assets of the 
Group increased during the six months 
of 1959 by nearly one-half million and 
amount to $40,936,837 as of June 30, 
1959. 

Leading the field for the Group in in- 
creased premium volume were the Merit- 
plan Insurance Co., which specializes in 
automobile insurance, and the California 
Union Insurance Co., writing primarily 
workmen’s compensation. Both set new 
highs in this period. The newest mem- 
ber of the Group, California Food Indus- 
try Insurance Co., writing insurance for 
the rapidly growing and important food 
industry, got off to a flying start and 
gives every indication of becoming a 
leader in this field. 

Earnings of the Pacific Employers In- 
surance Co. for the first half of 1959, 
after Federal taxes and deducting the 
value of minority interests, totalled 
$265,476—amounting to about 70 cents 
per share on the outstanding stock as of 
June 30, 1959. This compares very fa- 
vorably with earnings of 15 cents per 
share for the same period in 1958. Capi- 
tal and surplus increased to $9,385,235. 
This represents a book value of $24.70 
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for each share of Pacific Employe, 
stock. After addition of the equity ; 
the unearned premium reserves, the qj] 
justed value per share is $29.58. ( 

The regular quarterly — dividen; 
amounting to 22% cents per share, wy 
declared by the board of directors a») 
made payable to the stockholders of p,, 
cific Employers Insurance Co.,, Augus 
20. This marks the 106th cash divides; 
paid by the company. 3 

It is significant to note that when the 
public offering of shares in Pacific Ep, 
loyers Insurance Company was made jy 
December, 1955, the prospectus issued y 
that time indicated the book value j; 
1955 to be $19.42 per share and the x. 
justed value, $23.51 per share. The gy. 
rent book and adjusted values of $247 
and $29.58 per share, respectively, def. 
nitely indicate that the Group’s finangi; 
strength has greatly improved during the 
past three and one-half years—despix 
the adverse conditions which faced 
entire insurance industry during thy 
period. 


Entering Life Insurance in California 


In line with its policy of expanding jx 
markets and extending its field of opera. 
tions consistent with sound insurane 
practices and security for its stock. 
holders, Pacific Employers Group is jn 
augurating a number of changes and jm 
provements during the coming months 

Among those changes will be its entn 
into the life insurance field. That cover. 
age will be provided through Californi 
Union which has just received its Cert 
ficate of Authority to write life insur 
ance. At the outset, this activity will h 
limited to the State of California ani 
handled through the present agents an( 
brokers of the Pacific Employers Group 

Other plans include the entrance ¢ 
Meritplan Insurance Company into sever 
states adjoining California and the con- 
struction of a new home office building 
by the Pacific Employers Group at it 
property on the corner of Wilshire 
Boulevard and Norton Avenue in Lo 
Angeles. 





New Assignments for 
Kemper Cos. Claim Mgrs 


New assignments for four branch claim 
office managers of the Kemper Insur- 
ance Companies are announced by Royee 
G. Rowe, deputy chairman and manager 
of the Kemper claim department. 

Donald F. Barbour, who joined the 
Group in 1951, has been named manager 
of the New Bedford, ‘Mass. branch claim 
office, succeeding Peter J. Jackmaul, 
who recently retired after 28 years’ serv- 
ice with the organization. Mr. Barbour 
is first vice president of Southeastert 
Massachusetts Claim Managers Associa: 
tion. 

Hale Laswell is the new manager of the 
Kansas City, Mo. branch claim office 
With the Kemper Companies since 1%| 
he succeeds Albert Wiebe, who also te- 
tired after 28 years of claim department 
service. Mr. Wiebe is a past president 0! 
the Kansas City Claim Managers Cour 
cil while Mr. Laswell served a term 
president of Indiana Casualty Adjuster 
Association. 

Joseph A. Clark, who joined Kemper 
Group in 1946, has been transferred from 


Summit, N. J. to Jamaica, N. Y. where 
he is claim manager. oP 

Edward C. Galvin, with 26. years. 
service, has been promoted from clai 
manager in Jamaica to managership 0 
the Philadelphia branch claim office. 





AUSTIN, BRANCH SALES MGR. 
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Samuel H. Austin has been appointe! 
branch sales manager in American MU 
tual Liability’s Columbia, S. C. office. Ht 
joined the company in 1957. 
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Health Bill to Cover 
Fed. Employes Cleared 


GOES TO PRES. EISENHOWER 








2000000 Workers and Families to Get In- 
surance on Contributory Basis; Pre- 
mium About $214 Million Annually 





Washington, D. C.—Congress has 
deared for expected enactment by Presi- 
dent Eisenhower a compromise bill to 
establish a comprehensive program of 
health insurance benefits for the more 
than 2,000,000 Federal employes and 
their families. 

The contributory system, which will 
be fnanced on a 50-50 basis by the em- 
loyes and the Government, will cost 
about $214 million a year in premiums. 
In addition, there will be extra benefits 
available for those employes wishing to 
assume their costs, plus a charge of 
4%, also to be shared equally by the 
Government and the employes, to cover 
administrative costs and reserves. 

This last provision was one of two 
amendments adopted by the Senate and 
later accepted by the House. Otherwise, 
the measure sent to the White House 
conforms to the version passed by the 
House. 

Sen. Olin D. Johnston (D.-S. C.), 
chairman of the Post Office and Civil 
Service Committee, explained that the 
amendment was designed to make cer- 
tain that the entire $214 million in pre- 
miums would be used for the purchase 
of benefits by the Civil Service Commis- 
sion, and would not include auxiliary 
costs. 

The second Johnston amendment re- 
stored, in modified form, a provision of 
the original Senate bill setting up a 
Bureau of Retirement and Insurance 
within the Civil Service Commission. 
This bureau will be responsible for the 
operation of all retirement and insur- 
ance programs for Government workers. 
Under the bill, employes may select 
one of several forms of coverage, chiefly 
a Government-wide service benefit plan, 
to be written by Blue Cross-Blue Shield, 
and an indemnity benefit plan, to be 
written by commercial insurance com- 
panies. Each of these plans would be 
required to provide at least two levels 
of benefits, within different cost areas. 
Also eligible to participate in the pro- 
gram are existing plans operated by 
Federal employe labor organizations, 
group practice prepayment plans, indi- 
vidual practice prepayment plans and 
the plans of several government agen- 
cies, such as the FBI. 


Premiums to Be Paid 


Premiums for the employe and the 
Government would range from $1.25 to 
$1.75 each biweekly in the case of a 
single employe, and from $3 to $4.25 each 
of an employe and his depend- 
ents, 

The Civil Service Commission, in ne- 
gotiating the contracts for the service 
benefit and indemnity benefit plans, is 
not bound by the bill to provide any 
specific benefits, but must secure certain 
broad types of coverage, including hos- 
Pitalization, surgical and major medical 
care benefits. 

The measure also specifies that the 
Civil Service Commission will negotiate 
the indemnity plan with a prime insurer 
who, in turn, will reinsure the policy 
with those qualified companies wishing 
to Participate in the program, in accord- 
ance with an equitable formula. This 
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Pirallels the system under which the 
Federal employe life insurance program 
'S Operating. 


Health Council Cited 
By Medical Society 


DR. GETMAN RECEIVES AWARD 









Council Recognized for Its Work in Sim- 
plifying Health Insurance Claim Forms; 
Presentation by Dr. Fineberg 





The Medical Society of the State of 
New York on September 12 presented a 
citation to the Health Insurance Council 
for “rendering an important service to 
physicians and their patients” through 


Dr. Henry I. Fineberg (left) congratu- 


lates Dr. Edson E. Getman on HIC 


award. 


its work in simplifying health insurance 
claim forms. 

The citation was presented by Dr. 
Henry I. Fineberg, president of the 
24,000-member state society, during a 
New York luncheon meeting of the so- 
ciety with County Medical Society offi- 
cers and committee chairmen. 

Dr. Edson E. Getman, second vice 
president and chief medical director of 
New York Life and chairman of the 
Council’s New York State committee on 
professional relations, accepted the 
award on behalf of the Council, a group 
of eight insurance associations serving 
as a central source of health insurance 
information for the medical profession. 

Paper work long has been one of the 
major problems ‘facing physicians and 


(Continued on Page 411) 





BUYS ST. PAUL H. & C. 


Mutual of Omaha Gains Control of Com- 
pany Founded by Martin Imm; Also 
Gets Wisconsin Casualty 

Mutual of Omaha has purchased con- 
trol of St. Paul Hospital & Casualty of 
St. Paul, Minn., it is announced by 
Frank J. Hogan, executive vice presi- 
dent of the company. Headed by Mrs. 
Martin Imm, the St. Paul H. & C. has 
about $2,000,000 a year in premium in- 
come. 

Mutual of Omaha officials plan to op- 
erate the company with its present man- 
agement and field representatives. No 
policy changes will be made at this time. 

Oscar Lipke, who has been serving 
as St. Paul’s general manager, has been 
named vice president and will be in 
charge of all operations with head- 
quarters in the St. Paul home office. 

The purchase at an undisclosed price 
was made from Mrs. Imm, whose hus- 
band was majority stockholder. 

Mutual of Omaha has also assumed 
the management of Wisconsin Casualty 
Association of Milwaukee, an affiliate of 
the St. Paul Hospital & Casualty. Its 
operation will also be continued under 
its present management. 





A. & H. Sales Congress in 
Newark Set For October 29 


The New Jersey Association of Acci- 
dent & Health Underwriters will hold its 
third annual sales congress on Thurs- 
day, October 29, at the Military Park 
Hotel, Newark. Theme will be “Modern 
Sales Methods in Action” and outstand- 
ing speakers will present various aspects 
of this theme. 

Saul Vort, Newark brokerage man- 
ager of The Prudential, president of the 
association, will preside at the luncheon 
and extend official welcome to those 
present. Co-chairmen of the congress 
will be George E. Lehman, manager, 
National Accident & Health of Phila- 
delphia, and William B. Cornett, Pru- 
dential’s sales and service manager for 
A. & H. It will be recalled that Mr. 
Cornett won the 1959 “Man of the Year” 
award of International A. & H. Associa- 
tion for outstanding service to the indus- 
try. He is also A. & H. committee 
chairman of LIAMA this year. 

large gathering of northern New 
Jersey producers are expected to attend 
the congress. 





Williams to Talk Sept. 24 
Before A. & H. Club of N. Y. 


The important role insurance company 
personnel play in the total public rela- 
tions program of the health insurance 
business will be outlined by James R. 
Williams, vice president, Health Insur- 
ance Institute, at the first fall meeting 
of Accident & Health Club of New York 
on September 24. 

Mr. Williams will discuss the need for 
a stepped-up program of communications 
within company ranks to inform both 
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THE Hoosier CASUALTY COMPANY 


HOME OFFICE: 333 North Pennsylvania Street, Indianapolis, Indiana 


A STOCK COMPANY 
A -- RATING BY BEST'S 
ASSETS — $9,235,089.81 
A RATIO OF $1.70 TO EACH $1.00 OF LIABILITIES 
A PIONEER COMPANY (1907-1959) 
ACTIVE IN TWELVE STATES: 
Aa daleee ec Male eames Wee Wain Wee 
ACCIDENT and SICKNESS — AUTO — GENERAL LIABILITY 


Agents and Policyholders Say: 
“THE HOOSIER TREATS YOU RIGHT!" 


ASK US FOR DETAILS 






















ZONE 
SUPERVISOR, 
A&S 


We have an opening for a 
Zone Supervisor, A & S, in 
the East. Duties to consist 
of aiding production in exist- 
ing branches and_ general 
agencies, as well as establish- 
ment of new offices. 


If you are between ages 30 
and 45, have a background 
in A & S agency work, and 
are looking for a permanent 
future with excellent oppor- 
tunity for advancement, we 
suggest you investigate. Sal- 
ary open. 


Write in complete confidence 
Box +2723 
The Eastern Underwriter 


93-97 Nassau Street, 
New York 38, N. Y. 











home office and field personnel of the 
latest A. & H. developments. 

Mr. Williams, who is also a _ vice 
chairman of the Health Insurance Coun- 
cil, started his health insurance career 
in 1945. 

The Accident & Health Club’s execu- 
tive committee also anounced this week 
plans for publication of a redesigned 
newsletter. It will be issued to members 
on a bi-monthly basis and will contain 
current information on both local and 
national topics affecting accident and 
health insurance. 





Standard Names Saunders 


As Exec. Ass’t for A. & H. 


Standard Accident of Detroit has ap- 
pointed Kenneth D, Saunders as execu- 
tive assistant-accident and health. 

Mr. Saunders joined the Standard 
with over ten years’ experience in gen- 


eral administration and marketing of 
accident and health insurance. A gradu- 
ate of Dartmouth, he served in the 


United States Marine Corps Reserves 
during World War II. 





Enters South Carolina 
Union Trust Life, Milwaukee was re- 
cently admitted to operate in the State 
Simultaneously, the 
Murphy of 


of South Carolina. 
company appointed D. D. 
Columbia as general agent. 

Mr. Murphy was formerly Commis- 
sioner of Insurance in South Carolina 
from 1944 to 1954, after which he entered 
the insurance business as ‘head of the 
D. D. Murphy Agency operating through 
130 local agencies. 

Both announcements were 
William Condon, executive 
dent of Union Trust. 


made by 
vice presi- 
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‘Atkinson Sees A. & H. Can. Clause 
Asa Reality; Responds to J. W. Nelson 


In the following article Loyal Atkinson, general agent in New York for Massa- 
chusetts Indemnity & Life, takes issue with views set forth by J. W. Nelson, training 
director of Zurich-American Companies, whose article on “The Cancellation Mirage in 
Accident and Health” was carried in our issue of August 28. Mr. Atkinson who has 
represented his company for 15 years as general agent in New York, writes as follows: 


The dictionary defines mirage as an 
optical illusion caused by the reflection 
of light through different densities of air. 
It is plain to me that there is nothing 
resembling this in the cancellation clause. 
It is real and is inserted in the policy 
purposely by the companies for their 
benefit only. A cancellation clause and 
a “renewable at the option of the com- 
pany” provision for all practical pur- 
poses are one and the same thing. Mr. 
Nelson states that only 1% to 5% of the 
contracts written are cancelled out. He 
seems to feel no concern about this. The 
great difficulty is that the insured is 
generally cancelled out after becoming 
a poor risk and when he is unable to ob- 
tain new coverage. ; 

My first experience with the right of 
cancellation came in the early 1930s. A 
close friend of mine said he was con- 
sidering the purchase of an accident and 
health policy and asked my _ advice. 
I told him I was a life agent only and 
knew nothing about this field. The com- 
pany he was considering was a good one. 
The coverage looked good, and there 
wasn’t anything in the proposal to indi- 
cate that the company could cancel. In 
fact, it stated that the policy could be 
renewed to age 70. It looked satisfac- 
tory to me. 


Clause Was no Mirage But a Reality 


My friend bought this policy from the 
broker. Some time later, the insured suf- 
fered a severe heart attack and was not 
able to go back to work for about nine 
months. The claim was handled effi- 
ciently and the policyholder was pleased, 
until he got a notice of cancellation. 
Then we both learned that the cancella- 
tion clause was no mirage, but a reality. 
This man worked spasmodically until a 
few years ago, when he became totally 
disabled. He is still living and getting 
by with the help of his children. That 
policy didn’t do the job it was pur- 
chased to do: provide income in the 
event of disability. 

This experience started me in the dis- 
ability business. My friend’s brother, 
who was a life policyholder, insisted that 
I owed to my clients the ability to advise 
on accident and health insurance. It 
was tough in those days to get an edu- 
cation in this business. An outstanding 
life agent, who had suffered the same 
fate as the above, had made an exhaus- 
tive study of this field, and was kind 
enough to help me obtain at least a frag- 
mentary knowledge. My friend’s brother, 
Dr. Garnet Perdue of Detroit, was my 
first client for disability protection and 
my first policyholder in Massachusetts 
Indemnity Life Insurance Co.. the com- 
pany I now represent. He suffered three 
heart attacks before his death, and I 
am proud that his policy did the job it 
was purchased to do: provide income 
each time he was disabled. 


“Case History” on Cancellations 


Many brokers and agents have pur- 
chased policies on their own lives and 
then have become victims of the can- 
cellation clause when uninsurable. The 
first serious claim in this office was a 
young life agent. He had our policy and 
another, a cancellable one, sold to him 
by his father-in-law who scoffed at the 
bug-a-boo of cancellation. This young 
man suffered a mental breakdown late in 
December and returned to work April 
1 of the following year. He was can- 
celled out by his father-in-law’s com- 
pany. Within a month, he was back in 
the hospital and spent most of his time 





LOYAL ATKINSON 


there until his death a year later. His 
cancellable policy did not do the job it 
was purchased to do. 

Another life insurance agent carried 
a policy for twenty-five years and suf- 
fered a slight heart attack with cancel- 
lation upon recovery. An assistant man- 
ager of a life insurance company con- 
tracted an unusually severe case of pneu- 
monia and his company cancelled his 
contract. A young man with a fine com- 
pany purchased with great pride one of 
their accident and health contracts. A 
short time later, this agent suffered a 
slipped disc which meant only a few days 
of disability, but the great possibility of 
recurrences later. His company cancelled. 
The manager of one of New York’s lead- 
ing hotels was cancelled out although he 
had presented no claim. His application 
to another company for life insurance 
had been rejected. 

I could go on and on citing cases such 
as the above. Just a few years ago, the 
New York World-Telegram ran a series 
of articles calling them an expose of the 
accident and health business. It dealt 
almost entirely with the cancellation 
clause. Reader’s Digest has written 
articles on this same subject. This pro- 
vision has probably brought more com- 
plaints than all other causes. 

Cancellable accident and health insur- 
ance is cheaper than non-cancellable. It 
will cover most claims, because the ma- 
jority of accidents and sicknesses are of 
a minor nature, such as a broken arm or 
leg, a tonsillectomy, appendectomy, pneu- 
monia, herniotomy, and such. Generally, 
upon recovery, the person has not be- 
come a poor risk and the company will 
carry on, although I have seen many 
cases where the company has cancelled 
out because of too many claims. 


Where Cancellation Generally Takes 
Place 


The above types of accidents and sick- 
nesses may be costly, but they seldom 
leave a lasting financial effect. It is a 
serious accident or injury that causes 
trouble by leaving a chronic condition. 
This is where cancellation generally 
takes place. It is also the reason that so 
many agents say: “Cancellation contracts 
are only for healthy people.” This is the 
type that is apt to recur and cause a pro- 
longed incapacity. There is twice as 
great a chance of a prolonged disability 
as there is of dying, and the startling 


‘4s on its way out. 








EMIL PANGAL 





Private Room for Special Luncheon and Dinner Parties 


LL 


Emil Wl & Happy fo Re You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 


Diners Club, American Express, Hilton 


213 PEARL STREET 
Near Maiden Lane, N. y, 
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fact is that the average length of these 
is close to five years. The prolonged 
disability causes a man to live up his 
accumulations and incur debts that might 
be a burden for years. 

Jf a person were sure he would never 
have a serious injury or sickness, then 
a cancellable contract would probably 
serve him well. Dr. S. S. Heubner, presi- 
dent emeritus of the ‘American College 
of Life Underwriters, said in a speech 
that the real mission of insurance should 
be the indemnification of losses that 
amount to something, that hurt finan- 
cially rather than the payment of small 
losses that are of a trivial character. 

No one can be sure about premature 
death of a prolonged disability. Life in- 
surance provides a family with income 
in event of premature death. The policy 
is non-cancellable and guaranteed re- 
newable. Accident and sickness insur- 
ance provides the family with income in 
event of disability. Certainly, these pol- 
icies should offer the same guarantees 
as life policies. They serve the same pur- 
pose, one for actual death and the other 
for economic death. 

It appears that the cancellable contract 
If the companies do 
not voluntarily eliminate the cancellation 
provisions, then the probability is that 
legislation will force this. The Metcalf 
legislation in New York is only a starter. 


Quotes John Ruskin 


Proponents of cancellable insurance 
say it is cheaper. The purpose of insur- 
ance is to do a definite job and cost is 
secondary. John Ruskin wrote the fol- 
lowing, “When you buy for price you 
never can be sure. It is unwise to pay 
too much, but it’s worse to pay too little. 
When you pay too much. you lose a 
little money and that is all, but when you 
pay too little, you sometimes lose every- 
thing because the thing you bought is 
incapable of doing the job it was bought 
to do. If you deal with the lowest bidder 
just because he is the lowest bidder, it is 
well to add something for the risk you 
run and if you add that, the total cost 
will be the price of the better thing any- 
way.” 





Mich. and Minn. Approve 
NBCU-NAUA Program 


Two more states—Michigan and Min- 
nesota—have approved the new low-cost 
automobile insurance policy and safe 
driver rating plan of the National Bu- 
reau of Casualty Underwriters and 
National Automobile Underwriters Asso- 
ciation. In both states the program will 
become effective on October 1. Previ- 
ously this program has been approved 
by Iowa, Missouri, Nebraska and Penn- 
sylvania, 





APPEAL ON PREMIUM CUT 

Staunton, Va., Sept. 2—Counsel for 
American Druggists Insurance Co. laid 
before the Virginia State Supreme Court 
an appeal from a State Corporation 
Commission ruling. 

The SCC has taken the stand that the 
company is not within its rights to re- 
duce its premium rates 25%. The Court 
heard the arguments on both sides and 
reserved decision. 





N. C. COMP. RATE CUT 
Effective October 1, an average 2.3% 
reduction in compensation rates for 
North Carolina has been approved by 
Insurance Commissioner Charles F. Gold. 


| 


Dillon-Kuh’s Key Men 


























Left to right—H. E. Schweitzer, Al 
Nassau and Wm. H. McGinley. 


The new executive personnel setup ¢ 
the Dillon-Kuh Agency, Inc., 116 John 
Street, New York, is shown in the pic. 
ture above. As announced in our Sep- 
tember 11 issue, the new owners oi 
this A. & H. agency are William M 
McGinley and Henry E. Schweitzer, who 
were both formerly with Continent: 
Casualty. Al Nassau, for some yeats 
with Dillon-Kuh as right hand man to 
the late William Dillon, continues in 
the new setup as head of the brokerage 
department. 





T. E. R. BEARDSLEY, 83, DEAD 





Director of N. Y. Ins. Brok-rage Firm; 

Served for Several Years as Southern 

Surety’s Counsel in N. Y. 

Ten Eyck Remsen Beardsley, retired 
New York corporation lawyer, died Sep- 
tember 6 at 83 years of age at his home 
in East Hampton, Long Island. At his 
death Mr. Beardsley was a director 0 
H. T. E. Beardsley, Inc., New York in 
surance brokerage firm. 

For several years earlier in his carett 
he was New York counsel of the South: 
ern Surety Co. 

Among other connections he served 3 
trust officer of the Windsor Trust Co, 
vice president of the Trust Co. 0 
America; organizer and counsel of the 
Lane Wholesale Drug Co. and Kildu 
Mining Corp.; attorney for Nicaragu 
National Railway, Nicaragua Nation 
Bank, the Nicaragua Government all 
Nicaraguan Consul in New York. He 
was also attorney for Pan-Americal 
Coffee Bureau and Swedish Iron atl 
Steel Co. 

A past president of the Barnard Club 
of New York, Mr. Beardsley’s hobbié 
were music, horticulture and _literaturt 





Opposition always inflames the & 
thusiast, never converts him—Schillet 





The way to gain a good reputation § 
to endeavor to: be what you desire 1 
appear.—Socrates 
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yw. C. Stone Keynotes 
Hawaiian Convention 


of COMBINED’S TOP SALESMEN 





Urges U. S. Colleges to Offer Courses 
i, Personal Salesmanship; Sets 1961 
Goal at $100 Million Prem. Volume 





Speaking. in Honolulu, W. Clement 
sone, president of the Combined Group 
Chicago, called on U. S. colleges and 
wiversities to offer courses in personal 
alesmanship. It was the occasion of 
the biennial convention of the Combined 
Group which was held at the Hawaiian 
Village Hotel August 22-30. 

“We American businessmen have raised 
wher phases of merchandising, such as 
sdvertising and public relations, to exact 
ciences,” said Mr. Stone. “But our 
fforts in advertising and publicity lose 





Aijeir value unless someone actually makes 


the sale. This is best pointed up by the 
act that the advertising media—the 
newspapers, Magazines, radio and tele- 


 fysion stations—must themselves employ 


glesmen to sell space and air time. 
“ ‘ ‘ 
‘America,’ Mr. Stone said, “faces an 
acute shortage of young men and women 
trained specifically for the task of selling 
the nation’s rapidy-mounting volume of 
goods and services. 

‘Many more salesmen, operating with 
ever-increasing efficiency. will be needed 
fo maintain our economic growth,” he 
said. 

Mr. Stone said his own companies are 








ho and training for 
iBwould be far cheaper in the long run for 
sgmdustry and business to set up grants 
jpand scholarships to colleges for general 


seking to double their present total force 
of about 1,000 salesmen and saleswomen 
in order to achieve the Combined 
roup’s goal of $100,000,000 premium 
dlume by 1961. 

_ Holds Salesmen are Made 
‘Through intensive research, ‘Mr. Stone 
aid, his group of companies has devised 
methods of motivation and _ training 
whereby “anyone who’s_ reasonably 
healthy and speaks the language can 
be made into a salesman. No matter 
how trite it sounds, the fact remains that 
salesmen are made, not born. We are 
convinced that we can take any man or 
woman, give him or her a will to suc- 


jeg ceed, and make that person into a top- 
EB fight salesman. 


“The trouble is that virtually every 
U.S. company has to do much research 
itself,” he said. “It 


work in the field. 

“More important, this would encourage 
more of our college youths to enter into 
careers in salesmanship.” 

Mr. Stone said an increased number of 
cllege-trained salesmen would strength- 
en the nation’s merchandising structure 
since more of them would qualify for 
positions as sales managers and execu- 
tives. 

He remarked that the only university 
he knows that conducts a full-scale pro- 
gram in salesmanship is Northwestern 
University at Evanston, Ill. 

He suggested that high schools could 
ad such programs through increased 


(Continued on Page 42) 


~ Health Council Cited 
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this has become increasingly true as the 

tumber of persons covered by some 

‘om of health insurance has grown to 

123. million. 

Several years ago, the council. under- 

‘ok, in cooperation. with the. American - 
Medical “Association, a. program aimed 

at reducing. the multiplicity . of claim 

‘orms. then in use.to standard forms con- 

runing. a minimum number. of. questions. 

\ersely. and -clearly worded, and arranged 

mistandard sequence... .---° -:--- 
he goal of this joint effort was less 

aperwork for doctors in providing 

claims information, and better. service 





hiller 


tion is 
sire {0 





bi Msured patients through prompt pro- 
se and payment of claims. 

= of the simplified forms has been 
Morsed by most A. & H. companies. 


300 CPCU Candidates to 
Receive Diplomas in L. A. 


Out of 2,625 persons who took the 


CPCU examinations this year, approxi- 
mately 300 candidates were successful, it 


is announced by Dr. Harry J. Loman, 
dean, American Institute for Property & 
Liability Underwriters, Inc. Dr. Loman 


is to award the coveted diplomas at the 
annual meeting and seminars of the So- 
ciety of Chartered Property and Cas- 
ualty Underwriters, on September 16-18 


at Ambassador Hotel, Los Angeles. 

The 300 who completed the 1959 exam- 
inations are from 187 cities in 40 states 
and the D. of C. Among the leading 
cities were New York City, with 12 suc- 
cessful candidate; San Francisco and 
Dallas, each with nine; Los Angeles, 
eight, and Chicago, seven. 

This is the first time the number of 
designees has reached the 300-mark. The 
previous high of 268 was established in 
1957. 


The successful candidates passed a 
series of searching examinations and met 
all ethical and experience requirements. 





: * 


In the insurance field, the CPCU desig- 
nation corresponds to a Phi Betta Kappa 
key in the collegiate world. 

Bernard J. Daenzer of New York City, 
CPCU society president, predicts that 
the annual meeting will.be the best at- 
tended to date. Over 700 persons are 
expected from all parts of the nation, 
Hawaii and Alaska. 

In addition to the business sessions 
and seminars, a full program of enter- 
tainment has been arranged, including ; 
post-meeting flight to Hawaii, said E. C 
Rhodes of Los Angeles, general chair- 
man. 
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~ Come and Grow With Combined 





Hearthstone Insurance C 


Almost one and one-half million 
persons in the United States carry 
Accident and Health policies written 
and backed by member companies of 
the Combined Group. 


No longer just a national organization, 
Combined is now licensed in Canada, 


Hawaii and Australia. Our expansion timetable 
calls for the establishment of Combined in the 
Far East, South America and in Europe. 


And while our global program progresses, we 
are continuing to select more general agents for 
remaining choice territories throughout America. 
As Accident and Health specialists, Combined 
offers agents some of the most saleable A & H 


COMBINED 


GROUP OF COMPANIES 


-W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
pany of M husetts, Boston 
Ity Company, Wisconsin 





First Nati Ic 











plans ever devised—plus the motiva- 
tional and ‘know how’ techniques that 
assure success. Two of our newest sales 
packages are: Combined’s Personal In- 
come Plan: for self-employed, corpora- 
tion officers and professional men—it’s 
lifetime income, both accident and sick- 
ness, with special renewal protection. Combined’s 
Wholesale-Franchise Plan: providing renewal 
guarantee on all groups and pre-existing on 
groups that qualify. 

We'll be glad to send you details about these 
two plans and also tell you about the many 
ways that Combined can help you to outstand- 
ing success in A & H selling. 


— ees ecm mec eee 


Combined Insurance Co. of America, Dept. 111 
5050. Broadway, Chicago 40, Illinois 


| Gentlemen: I am interested in further information about Combined 
and your sales packages. 
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W. C. Stone Keynotes Hawaiian Convention 


(Continued from ‘Page 41) 





Mrs. Clement Stone and Mr. Stone at Presidential ball held during Combined’s 


Hawaiian Convention. 


participation in distributive education 
courses and Junior Achievement. 
“Many colleges and universities also 
could gain the cooperation of such or- 
ganizations as Sales Executive Clubs and 
business firms to provide lectures as well 
as practical experience for students in 
part-time jobs. 
“Few careers offer so much self- 
satisfaction and financial reward.” Mr. 
Stone said. “For the young man or woman 
lacking working capital, it offers the 
greatest opportunity to make a fortune. 
“Nevertheless, it’s a sad fact that 
seldom does a young person deliberately 


embark upon a career in salesmanship. 
Usually, he simply stumbles into the 
work or tries it as a last resort.” 
Mr. Stone himself launched “deliber- 
ately” into the field of insurance sales. 
Starting with a force of one salesman— 
himself—he built an international organ- 
ization which sold $28,252,000 worth of 
accident and health insurance in 1958 and 
is aiming for $50,000,000 in sales this 
year. 
More than 200 of the Combined 
Group’s executives and sales managers 
are attending the firm’s convention in 
Honolulu to map plans for achieving the 
$100,000,000 sales goal by 1961. 





Howell Partially Approves 
N. J. Blue Cross Filing 


Charles R. Howell, New Jersey Com- 
missioner of Banking and Insurance, has 
granted the Hospital Service Plan of 
New Jersey (Blue Cross) an increase in 
rates but has cut back the 18.1% average 
increase which had been requested. In- 
a formal statement Mr. Howell said: 

“Provision of 3% in the new rates for 
an estimated increase in the Hospital 
Service Plan’s surplus funds during 1960 
of $2,500,000, while desirable, is not abso- 
lutely necessary. I am proposing to cut 
this back to one-half of 1%, which to- 
gether with the gain from investment 
income of $500,000, should allow the ad- 
dition of $800,000 to $1,000,000 to the 
Pian’s present modest surplus of approx- 
imately $9,000,000. 

“While this figure is extremely low 
considering present ‘sizeable operations 
in excess of $60,000,000, annually, I do 
not see the need for attempting to buil 
it up to proper levels all in one year. 
This reduction will bring the increase 
in family group rates down from 17.8% 
to 149%, and for non-group compre- 
hensive from 20.5% to 17.5%. It will 
also result in an average reduction of 
slightly over 2.5% in rates for the new 
deductible contract. 

“The assumptions made by Blue Cross 
as to increased utilization and continued 
rise in the cost of hospital care are on 
the conservative side but not out of line 
with past and future trends. I am un- 
able to reduce these factors without 
considerable risk to the Plan’s solvency.” 

Commissioner Howell said that while 
the proposed new deductible contract to 
be offered to non-group. subscribers on 
an optional basis may not be perfect, he 
felt that “it represents a reasonable start 
in this direction 

“I am hopeful,” he said, “that before 
any future rate revision is considered, 
the Blue Cross Study Committee which 
I appointed last year and which after 
its preliminary report is engaged in 
cer‘ain studies pertinent to the specific 
New Jersey problems, may be able to 
make further recommendations which 


Steady Progress in Fire 


Prevention Work Cited 


Atlantic City, N. J., Sept. 14—Steady 
progress by local boards and their mem- 
bers in fire prevention activities was cited 
today by Larry Robinson, chairman of 
the NJAIA fire prevention committee. 
Added to the continuing programs pre- 
viously established in Summit, New 
Brunswick and Englewood, a town in- 
spection was held in Belmar. This was 
conducted by the New Jersey Insurance 
Field Men’s Association, assisted by 
Richard M. Child, a member of the Mon- 
mouth County Association. Other reports 
have been received indicating activties 
in Bridgeton, Irvington and other com- 
munities in the State. 

“Very effective work is being done by 
Walt Savage, special agent for the 
Standard Fire of Trenton, as WOBO, 
the clown,” Mr. Robinson said. “His 
fire prevention skit for children’s ele- 
mentary school groups is most effective. 
Both Walt and his company deserve high 
praise for this fine public service which 
can be made available by advance ap- 
pointment. 

“A great deal of fire prevention work 
is being done by local boards and indi- 
vidual members. ‘However, in many in- 
stances these efforts are not getting 
public attention. This is a public rela- 
tions opportunity for yourselves and your 
association which should not be lost. 

“National Fire Prevention Week will 
be October 4-10. By this time every 
local board or local board ‘fire prevention 
chairman has received sample of mater- 
ial and an order blank from the Na- 
tional Board of ‘Fire Underwriters and 
the National \Fire ‘Protection Association 
Supplies should be ordered at once and 
put to immediate use.” 





will provide a basis for at least arresting 
the continuing need for rate increases 
at frequent intervals. 

“ “4 

I also hope that improved controls 
by physicians and hospitals can make 
further progress in restraining unneces- 
sary admissions.” 





N. J. Agents Seek Improvement in 


Homeowners Policy; Outlines Change 


Atlantic City, N. J., Sept. 14-The New 
Jersey Association has discussed with 
General Manager S. Gage Lewis of the 
Fire Insurance Rating Organization of 
that state suggested changes in the 
Homeowners policies based upon pro- 
posals made in Texas, Ira F. Weisbart, 
chairman of the special Homeowners 
committee, reported to the convention 
today. He said the New Jersey agents 
hope they may secure some of the Texas 
improvements in the New Jersey policy. 
It was recommended when Mr. Weisbart 
met with Mr. Lewis late in July that the 
agents’ proposals be forwarded by the 
latter’s office to the company committee 
studying further revision in the Home- 
owners field. The agents’ recommenda- 
tions are as follows: 

“1. Installments, changes and methods 
of payment should be the same on the 
personal articles floater endorsement as 
on the Homeowners policy. 

“2. Secondary residences should be in- 
cluded for contents at a flat additional 





Text of Open Letter 


(Continued from Page 33) 


reduce our commissions, without giving 
us even the slightest improvement in 
the competition situation a rate 
change which took care of your expense 
factors rather handsomely—but failed to 
recognize our increased costs. In fact, 
it has reduced our means of meeting 
these constantly rising expenses. 

“Your action came at a time when we 
all should have been working together 
to solve our problems—not making inde- 
pendent moves to gain a momentary ad- 
vantage, which in the long run will 
prove to be detrimental to our market- 
ing system. It came at a time when, 
through cooperative effort, some real so- 
lutions to our problems could have been 
found, but will not be—because your 
action has indicated your unwillingness 
to admit that we, your agents, are par? 
of the same team. 

“Having set your course, we are well 
aware that anything we may say will 
not cause you to alter it. However, we 
feel that certain undeniable facts must 
be pointed out. The commission reduc- 
tions that have been made, have for 
the most part been made without regard 
to the individual agent’s profit or vol- 
ume. The agency doing the job for 
which it is being paid has been sub- 
jected to greater reductions than those 
who produce small—and many times un- 
profitable volumes of business—and who 
do not perform the simplest of agency 
services. There is little evidence to 
indicate that the recent rate changes 
have improved the automobile insurance 
market. Apparently even the approval 
of adequate rates has not changed the 
pessimistic approach of the underwriter 
who thas become dedicated to the theory 
that to say ‘no’ is the mark of the 
sound underwriter. 

“We as representatives of the Ameri- 
can Agency System, believe your action 
in reducing commissions was ill ad- 
vised, and will in the long run seri- 
ously damage the system that over the 
years has made your companies large 
and strong. We believe your action has 
done irreparable harm to the system 
that time and again has proved to be 
the best method of selling and servicing 
insurance for the greatest number of 
people. We believe your action was not 
in the public interest—since it repre- 
sents a step backward in the long march 
to professionalize the business. 

“You have the modern miracle of 
electronics working for you—we have 
the practical experience and knowledge 
of the needs of the insuring public. To- 
gether we can go far... alone, neither 
of us will progress. 

“May we join you in facing the fu- 
ture?” 


premium per thousand regardless of [p. 
cation within the state, and without pro. 
tection warranty on all forms. 

“3. Physical damage to property of 
others should be automatically include 
both in the policy and in the publishes 
rate. 

“4. The face of the policy should jp. 
clude the words ‘residence employes ey. 
cluded.’ 

“5. There should be no coverage fo 
mysterious disappearance on any for 
except that it should be available at ay 
additonal premium on form ‘C’ only, 

Eliminate Franchised Coverage 

“6. The franchised coverage for losses 
over $500 on form ‘C’ should be elimip. 
ated. 

“7. Elevators and escalators should be 
included without an additional premium 

“8. Sonic boom should be included jn 
the nuclear and war exclusions para. 
graph. 

“OQ. The pair and set clause should be 
eliminated because it no longer serves 
the useful purpose originally intended 

“10. Coverage on outbuildings shoul 
be available over and above the auto. 
matic coverage on all policies for a flat 
additional cost per thousand regardless 
of locaton. 

“11. Since the definition of private 
structures in the form is somewhat vague 
in intent, coverage should be specifically 
granted for garage apartments on the 
premises, regardless of whether or not 
they are rented or leased. 

‘12. Information regarding the nun. 
ber of rooms should be eliminated from 
the tenants form. 

“13. There should be no difference be- 
tween the Homeowners ‘B’ and the broad 
form dwelling endorsement; nor should 
there be any difference between the 
Homeowners ‘C’ and the special dwelling 
endorsement. 

“14. The boarders and lodgers permis- 
sion should conform with the Fire In- 
surance Rating Organization rules. 

“15. Liability for an owner-occupied 
three o1: {four-family dwelling should 
be available on the tenants policy for an 
additional premium. 

“16. Additional money coverage should 
be available on all policies. 

“17. Coverage should be made available 
for co-owners occupants of two-family 
dwellings. 

“18. All endorsements requiring addi- 
tional premiums should be printed on one 
sheet. 

“19. The Texas format of the four 
Homeowners forms should be followed 
since they are much easier to read and 
understand.” 





Foote and Phillips Promoted 
By State Farm Companies 


Charles B. Foote has been named d- 
rector of advertising and David J. 
Phillips director of public relations for 
the State Farm Insurance Companies, tt 
is announced by Thomas C. Morrill, vice 
president of the parent firm, State Farm 
Mutual. a 

Mr. Foote has been in the advertising 
field for nine years and is a former mat 
ager in Montgomery-Ward’s retail at- 
vertising division in Chicago. He joined 
the State Farm in 1954 as assistant ad- 
vertising superintendent and was named 
advertising superintendent in 1956. Hes 
a graduate of University of Chicago. , 

Mr. Phillips joined the State Farm m 
1956 as public relations superintendent 
Prior to that time he was in public rt 
lations work and was also a_ reporter 
and editor for several Nebraska news 
papers. At one time he authored a trav 
column for 118 newspapers in the U.> 
and Canada. Mr. Phillips served wil 
the Army paratroops during the second 
world war and was a contributor to Yank 
magazine and the Paris edition of the 
New York Herald-Tribune while ™ 
Europe 
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The man from Travelers 


There is a distinct advantage in representing The 
Travelers—the company that offers every kind of 
insurance a business or individual needs. For as a 
true multiple-line Travelers agent, he’s got all the 
bases covered. 


Today, approximately 100 basic types of insurance 
in nearly 1,000 different forms are issued by The 
Travelers Insurance Companies. This makes it pos- 
sible for The Travelers agent to sell any type of 







































can cover all the bases 


insurance, and through only ee home office. And 
he hasa continent-wide claim s« vice tosupport him. 


There are many advantages in being an agent for 


a multiple-line company. The best way to find out 
how much this can mean is to get in touch with The 
Travelers office nearest you. See what they have 
to say—learn how well Travelers agents are doing. 


Why not call or write today? 
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_ Insurance Companies 


HARTFORD 15, CONNECTICUT 


All forms of business and personal insurance including Life + Accident + Group + Fire « Marine + Automobile + Casualty + Bonds 
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